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| Thirty-third Year, No, 28 


| APPELLATE DIVISION SAYS 





ATTY. GENERAL 15 MEDIUM 
TO COLLECT RATE PENALTY 


j 
|Ruling In Case Where N. Y. Insur- 
{ 





ance Department Fined 
Company $10,000 


'FILED RATE VIOLATIONS 


| 


Civil Practice Act Is Authority for 
Action of Attorney 
General 








Where a New York state statute im- 
poses a penalty it is to be collected by 
a civil action at law. No authority to 
levy a fixed penalty for rate violation is 
contained in the New York Insurance 
Law. Where such violation is found the 
Superintendent of Insurance can give 
notice of the violation of the Attorney 
General who is authorized under the 
Civil Practice Act to proceed with a civil 
action for the penalty. 

That in brief is a decision just ren- 
| dered by the Appellate Division of the 
New York Supreme Court in the appli- 
| cation for a certiorari order by the New 
Jersey Fidelity & Plate Glass, which had 
| been fined $10,000 by Superintendent 
Van Schaick, following hearings on the 
charge that there had been violations of 
Subdivision 8, Section 141 of the New 
York insurance code. 





Violations Charge Sustained 


The court rules that that charge of 
| violations had been amply sustained by 
the evidence and justified the conclusion 
that rates at variance with those filed 
‘had been charged for in policies in 
thirty-six separate instances. Superin- 
tendent Van Schaick made the follow- 
ing conclusion in his decision: 

The company is guilty of wilfully violating 
Section 141 and 141-b in the issuance of all of 
;the aforementioned automobile policies. That 
Albert L. Lewinson, agent on all of the afore- 
,mentioned automobile policies is also guilty of 
| wilfully violating Section 141, subdivision 8 of 
the Insurance Law. * * * In view of the fore- 
going, I have concluded that: (1) The New 
Jersey Fidelity & Plate Glass Insurance Co. 
{shall forfeit to the people of the state of New 
York the sum of $10,000. Further, that it be 
jrequired to cancel all of the foregoing policies 
}that are now in force. (2) That all licenses that 
may have been issued to Albert L. Lewinson as 
j either an agent or broker be revoked. 

! . . . 
The Appellate Division says: 


“The Superintendent in an instrument 
addressed to the petitioner further de- 
lcides and determines concerning a re- 
iquest for a modification: 


{ 
i 
| 
{ 
| 


Careful consideration has been given to your 
| request that the forfeiture of $10,000 imposed 
‘upon your company for violation of filed 
rates and rules under the provisions of Section 
141 and 141b of the insurance law of this state 
) be modified. I have reached the conclusion that 
|! while no warrant exists for such modification as 
to amount arrangements may be effected for the 
payment of the forfeiture in quarterly instal- 
iments over a period of not exceeding one year. 
it you care to do this you should indicate that 
the amount will be thus paid, and the precise 
payment dates should be specified. 

“The decision and determination that 
the license of Albert L. Lewinson as an 


(Continued on Page 27) 
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Not Dismissed 


The life underwriter is not making the money that 
he made two years ago, but he still has his “position.” 
He is not dismissed! So by contrast with salary- and 
wage-earners his situation is favorable indeed. He is 
not reduced to a five-day week or a three-day week, 
and the rate of his compensation is not cut. His brains, 
personality, character, have unbroken employment. 
Difficult though an Agent’s present circumstances may 
be, he is not oppressed day and night by the fear that 
he may lose his livelihood. 


Continuity of employment is a vital factor in choosing 
a profession or a business, worthy of pointed emphasis 
when men and women from other occupations come to 
us, in these times, to confer about entering the life 
insurance profession. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
Independence Square 


PHILADELPHIA 
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NEW CLAUSES IN GROUP LIFE 
CONTRACTS PUT DISABILITY 
BENEFITS ON LIMITED BASIS 


Restrict Payment To Period of Em- 
ployment With Year As 
Maximum 


MADE EFFECTIVE OCTOBER 1 











Group Association Adopts General 
Provisions; New Clauses Being 


Drafted 


The Group writing companies are pre- 
paring for submission to the state insur- 
ance departments for approval new 
clauses for Group contracts which will 
have the effect of taking out of Group 
policies the permanent and total disabil- 
ity benefit as heretofore used Such 
benefits as will be included in future 
Group policies of the members of the 
Group Association will be so definitely 
limited that some of the companies will 
even avoid calling the feature a “disabil- 
ity benefit.” 

This outcome of the situation in con 
nection with Group disability was re- 
vealed in a recent issue of The Eastern 
Underwriter as among the probable so- 
lutions of the very unsatisfactory con- 
ditions with respect to the experience 
companies were having with Group dis- 
ability business. Just how far-reaching 
the change is and how thoroughly the 
liability of the writing companies under 
the new disability clauses will be con- 
trolled is set forth in the general pro- 
odopted at the recent mee‘ing 
of the Group Association. 


vesTons 


Terms of General Provisions Adopted 

According to these general provisions 
new policies shall contain no disability 
clauses that provide either for any pay- 
ment during the lifetime of an employe 
or for a waiver of premiums on a dis- 
abled employe for a period longer than 
the period the employe has been in- 
sured. It will further be provided that 
no disability payment will be made for 
a longer period than one year in any 
event. There will be a further stipula- 
tion that there shall be no provision for 
payment if death occurs after the lapse 
of the Group contract made by the em- 
ployer. 

This new plan for handling Group dis- 
ability benefits as adopted by the Group 
Association becomes effective for all 
business on and after October 1. 

Companies Draft Own Clauses 

As it will work out in practice “yf new 
general provisions adopted by the Group 
Association will have to be put into ef- 
fect by each company _ individually 
amending its total and permanent dis- 
ability clauses as now used in Group pol- 
icies by rewriting them to conform to the 
general provisions adopted as a guide. 
The method of doing this will rest with 
each company. 

As the leading Group writing compa- 
nies are members of the Group Asso- 


ciation it will result in a uniform prac- 
tice based upon known experience with 
Group disability. 

(Continued on Page 12) 
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OUR PLATFORM 





TO STRIVE TO BE BEST—NOT BIGGEST 

TO ASSOCIATE ONLY MEN OF CHARACTER AND CAPACITY WHO WILL BE 
ATTRACTIVE REFLECTIONS OF — 

THIS OFFICE, 

THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY, 

THE OPPORTUNITIES OF LIFE UNDERWRITING. 


*% * * * * * * * 


The first year record of this Agency accurately reflects the 
soundness of our agency-building program as well as the value 
of True Loyalty. The men formerly associated with Mr. 
Jno. I. D. Bristol who became associated with this Agency on 
June 29, 1931, have contributed much to our early success. 
Their loyalty has been a living force,—not simply a sentiment; 
an actual course of conduct,—not merely a bare creed. The 


essence of this loyalty has been and will continue to be 


INCREASED ACTIVITY 








because they have not only been WITH—but also FOR 
THE PLATFORM AND PROGRAM 
of 


CLIFFORD L. McMILLEN 
General Agent 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
347 Madison Avenue 
New York City 








GRANT L. HILL, C. L. U., 


Production Manager. 
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DEPRESSION BEATING METHODS 


Fifty of the Aetna Life’s agents contributed entries recently in a con- 
test conducted through the company’s field publication, The Life Aetna-Izer, 
which offered awards for the best individual depression beating methods 


submitted. 


supervisor of the S. T. Whatley Agency, Chicago, second prize; 


H. Lewis Carter, Los Angeles, won first prize; A. H. Hiatt, 


M. A. 


Asseo, Los Angeles, was given third prize. 
Extracts from the Carter and Hiatt articles are printed on this page, as 
well as an income sales talk used by the Austin agency, Brooklyn. 


A Savings Plan In Chicago 


By A. H. Hiatt, Jr., 
S. T. Whatley Agency, Aetna Life 


Early in March we adopted a small 
savings bank plan which we choose to 
call our “Guaranteed Savings Plan.” Just 
to explain the mechanics of the plan: 
the bank is so built that it will take a 
50c piece, a 25c piece, or a 10c piece and 
can be set to accept any one of these 
denominations. Each time the coin is 
put into the bank it changes the date, 
which is prominently displayed on the 
face of the bank. If the person who is 
using the bank fails to insert the coin 
on any one day the date naturally gets 
behind, so there is a compulsory element 
involved. 

Believing that we could make a real 
appeal on the basis of furnishing an easy 
method of accumulating premiums, we 
adopted this bank plan. We approach 
our prospect with one of the banks in 
hand and say: 

“Have you made any plans to stop 
saving money?” The usual reply is: 

“No, but the depression has made plans 
for me.” 

Show How Bank Operates 

Then we immediately start to show our 
prospect how the bank operates, how it 
will accept coins of different denomina- 
tions, and how it requires a daily saving 
in order to keep the calendar up to date. 
We submit this to him as an ideal meth- 
od of saving a little money each day. 
Then we produce a large yellow sheet 
which illustrates what the man can 
create in the way of a guaranteed estate 
by saving a small amount each day. Pro- 
ceeding along this line it is a very easy 
matter to work out figures for the actual 
age of the prospect. 

We find that the approach practically 
never fails to arouse interest and each 
call results in an interview under favor- 
able circumstances. Of course, we do 
not sell every case, but the percentage 
of sales to calls and interviews is very 
high. : 

After the sale is made we have the 
applicant sign a loan card and on the 
back he must give the names of three 
character references. These three ref- 
erences constitnte our next three pros- 
pects, as in talking to these references 
about our applicant it is essential that 
we explain the plan to them, and nat- 
urally we attempt to close each of these 
three. Thus we are developing a won- 
derful endless chain of prospects each 
time we sell a policy with this “Guaran- 
teed Savings.” 

Feature 20 Pay Life Income at 65 

As to the type of policv used we have 
chosen the 20 Payment Life Income at 
65 for our illustration sheet primarily be- 
‘ause it shows a substantial profit at the 
‘ge illustrated. Of course, any type of 
ontract can be used and in most cases 
the age of the prospect will determine 
the type of contract which we try to sell 
him. We do find that the plan produces 
more Endowment contracts, which nat- 
urally result in a higher premium per 
thousand than we have previously aver- 
aged. . 

As to the working out of the pre- 


miums, where possible we collect an an- 
nual premium and use the bank as a 
means of saving for the next annual. In 
many cases, however, this is not possi- 
ble, so we write a quarterly premium, try 
to get a small deposit with the applica- 
tion, then have the man save enough so 
that by the end of 30 to 45 days he will 
have sufficient money in the bank to pay 
the first quarterly premium. 
Additional Policyholders 

We find that this bank plan is also 
making it possible for us to order addi- 
tional policies on old policyholders and 
on sales which are made without the 
use of the bank plan. It is quite easy 
to deliver these additional contracts, us- 
ing the banks as a means of saving the 
premium required for the extra policy. 
Since we have put this bank into opera- 
tion we can trace about 300 sales directly 
to the use of the bank. 

We have found something which is 
timely and which has created new en- 
thusiasm among the men. Agents who 
have been in slumps and perhaps have 
produced nothing for thirty or sixty days 
have gotten into steady production with 


Selling An 


Sample of an income insurance talk 
used by members of the G. V. Austin 
agency of the Aetna Life, Brooklyn: 

Mr. Smith—My name is Mr. Agent. 
I’ve come to see you about the letter Mr. 
\ustin wrote you yesterday. (Pause 
have copy of letter ready.) 

| am here on a rather unusual mission. 
| represent the Aetna Life. 

\s you probably know life insurance 
c mpanies have demonstrated their ability 
in these troublous times to administer 
their tremendous resources safely. Pos- 
sibly like most of us you have experi- 
enced some difficulty in successfully in- 
vesting your own funds. 

The Aetna, realizing the need for this 
service, is now offering the public the 
opportunity of participating in its in 
vestments. 

Set An Actual Minimum Figure 

Mr. Smith, how much income would 
you like to have, coming in regularly and 
surely every month, at the time you de- 
sire to ease off a little, actually to retire 
from business? Would you say $200 per 
month? (Set an actual minimum figure.) 

Do you realize how much principal it 
would be necessary for you to have to 
realize this income? It would take near- 
ly $50,000 safely invested at 5% (or $60,- 
000 at 4%). Isn't that true, Mr. Smith? 

All right! You are about 35, is that 


right? (Establish correct age.) That 
leaves 25 years to age 60. Have you any 
idea how much money you must save 


every year to accumulate the necessary 
$50,000? (Refer to table.) 


the use of this plan. It has met with 
the approval of all agents in the agency 
regardless of whether they are large or 
small producers. As an instance, during 
the first week we had this plan in force 
Rudy Le Boy placed four cases using 
this bank approach. 
Banks Cost $1.15 Apiece 

We buy these banks at $1.15 apiece, 
with our agency name plate on the front. 
We have instructed our agents to keep 
the key which opens the bank until they 
have collected the first premium = and 
have exhausted all possible prospects ob- 
tainable through the original sale; then 
they turn the key over to the policy- 


An Analys 


holder and he operates the bank from 
that point on himself. 

Each time a bank is delivered to an 
applicant we require the agent to file the 
signed loan card in our office. This is 


first, 


important for three reasons: we 
want to make sure that he tries to sell 
the three character references given; 


second, this loan card indicates that we 
have not given the bank to the policy 
holder, consequently we in no way vio- 
late the New York rebate law; third, it 
gives us a chance to know what policy- 
holders have these banks in their 
session in case the agent ceases to rep- 
resent our company. 


pos- 


is of Leads 


By H. Lewis Carter, 
Aetna Life, Los Angeles 


Recently | conducted for an eighteen 
months’ survey a rigid analysis of my 
sales and soliciting methods, dividing my 


leads into three general groups: con- 
tacts, occupations and locations. Con- 
tacts were cold canvass leads, office 


leads, circular inquiries and personal ref- 
Occupations were bankers, ex- 


erence, 
ecutives and officers of large corpora- 
tions; proprietors and managers of a 


clerks and people holding 
professional 


small business: 
small salaried 
men. Locations were the congested bus’- 
district of Angeles, the resi 
dential district, suburban area and 
out of town. 

The result of my cold canvass leads 
was poor. Of office leads this class of 
leads showed better results but still un 
15% of my calls resulted in 


positions ; 


Los 


the 


ness 


pr fitable. 


ncome Policy 


Provided you save regularly, reinvest 
the interest and never lose a cent of the 
principal, it requires $1,154.50 every year 
at 4% compound interest to equal $50,000, 
the sum necessary to provide an income 
of $200 per month. 


Saving 
Can you save $1,154.50 a year? (An- 
swer is ves or no; if “no” then amount 


must be scaled down to a figure he will 
agree is practicable. (If “yes” then say) 
You could save $1,154.50 a year if you 
wanted to, is that correct? (Ask for sheet 
of paper and write down this figure.) 
Now then, here is what the Aetna will do 
for you. If you will pay us $700 per 
vear (nlace this ficure un ler first figures) 
we will guarantee to return to you at age 
60 $204 a month as long as you live. No 
reinvestment worry, no possibility of any 
loss. In the meanwhile you have $454.50 
left over (difference between above fig- 
ures) to use for a winter vacation every 
year. Isn’t that a splendid plan? (Take 
application blank from pocket.) 

Mr. Smith, if you took this plan would 
you pay your premiums annually or pay 
them semi-annually ? 

From here on attempt to close by se- 
curing facts for the application, etc. 

om * + 

If prospect objects that there is no life 
insurance feature say—“Mr. Smith, I told 
you that I had not come to talk life in- 
surance. Since you have brought the mat- 
ter up, provided you can qualify, we will 
add life insurance at a nominal cost. It 
is then a simple matter to substitute a 
Life Income Contract.” 


7% of my applications and 9% of my 


sales,—but only 4% of my commissions 
The ratio of 15% of calls to 4% of com 
missions is approximately 4 to 1.) This 


ind 
times as 


ratio is out of proportion, since it 
cates that I made nearly four 
many calls on such leads, as | did on th 
following two portion ti 
the commissions carned 


classes, in pri 


The facts revealed on leads from cit 
cular inquiries were a revelation to me 
Formerly | had considered direct) mail 
advertising an expensive and unprofit 
able means of obtaining prospects, but 
“figures don’t lie’ and here | hed before 
me the undeniable fact that 14% of my 
calls had resulted in 20% of my sales 
and commissions; a good ratio 

By comparison with office leads, | had 
made a few less calls on circular in 


quiries than | had on office leads, vet I 
had obtained two and one-half times as 
many applications, completed more than 
twice as many sales, and had earned five 
times as much in commissions 


Personal reference class of leads wa 
also good \ true perspective is ch 
tained by comparison of the ratio 
05% of calls to 70% of commissions 

Bankers, executives and officer 
large corporations proved excellent in 
results. A study reveals that while | 
obtained a small percentage of applic 
tions and a still smaller percentage 


sales, vet the premiums were large, as 
revealed by the 18% of my commissions 
from only 10% of my This rat 

is almost 1 to 2 (Calls to Commissions) 


calls 
Proprietors and managers of a small 
business class of prospect was also good 
The ratio of 32% of calls to 41% of com 
missions is very favorable 

Clerks and people holding small sala 


ried positions—I received perhaps my 
greatest surprise from the analysis of 
this class of prospect. I knew that | 


had spent most of my time on this class 
of prospect and that I had made most of 
my sales to such people, and therefore 
I considered them my _ best prospects 
but IT was mistaken. 37% of my 

resulted in 47% of my applications an 
49% of my sales (almost one-half of my 


{ all 
| 


entire business) for which I received 
only 18% of my commissions 

Compare this with the analysis of 
bankers, executives, ete., almost four 


times as much work-for the same amount 
of commissions. 


Professional Man 


Professional—doctors, lawvers, actors 
teachers—Here again mv ideas 
a jolt. I had considered these 
hard class with which to do business, yet 
the figures show consistent and profit 


(Continued on Page 12) 
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Actuary Flynn’s View 
Of Current Problems 


SHOULD GUARD CASH VALUES 


Too Many Cases of Sending Good 
Money After Bad; Permanent Total 
Disability Comment 


B. D. 


ary of the Travelers, wrote a mid-year 


Flynn, vice-president and actu- 


review of insurance in a special section 
of the Hartford Courant this week. He 
called the total 
clause in troublesome 


permanent disability 
life 


parasite; said that the suicide clause in 


insurance a 





B. D. FLYNN 
life insurance is now up for serious con- 
sideration by companies because “too 
many policyholders who would never 


think of profiting through the crime of 
arson have felt that self-effacement was 
expiation”; and he also discussed angles 
of cash values. 

Mr. Flynn said in part: 

“There is much discussion of ways in 
which equities which policyholders have 


built up in their life insurance in the 
form of cash values can be protected 
more than they have been. Many of 


these schemes have faults that are more 
serious than the defects that they are 
intended to cure. In many cases cash 
values have been of as great service to 
families as death payments would have 
been later. On the other hand, cash 
values have too often provided policy- 
holders with good money to send after 
bad. The solution of the problem still 
lies in the future and may be found in 
teaching people personal and family eco- 
nomics rather than in any major change 
in the structure of life insurance poli- 
cies.” 

Casualty Review 
In discussing casualty insurance he 
made these comments: 

“In casualty insurance some of the 
necessary increases in automobile rates 
have been made and some progress re- 
corded in the promotion of accident pre- 
vention. A public misconception of who 
pays claims still permits exorbitant ver- 
dicts and tolerates ambulance chasing. 
Here and there, however, is seen evi- 
dence that the public is beginning to 
realize that overpayment for injuries 
means higher insurance rates, that the 
public pays for what the public demands 
or permits, that he who dances must pay 
the fiddler. 

“While many of the good results, cost- 
wise, of safety education can be nullified 
if excessive claims are allowed to grow, 
yet the fact remains that the fundamen- 
tal requirement for lower automobile in- 
surance rates is fewer and less serious 
accidents, for when no accident occurs 


there is no ambulance to chase and no 
verdict to secure. 

“Important changes in methods of con- 
ducting workmen’s compensation insur- 


TO HEAR CONSERVATION EXPERT 





Address of Jefferson Standard Star Will 
Be a Feature of National 
Convention 


“ 


The timely subject of “Conservation 


Renewal of Business” will be dis- 
cussed at the San 
of the National Association of Life Un- 
derwriters in August by Will H. White, 
Jefferson Standard 
Sanford, N. C., who has made a note- 


worthy record with his company. 


and 
Francisco convention 


representative of 


For eight consecutive years Mr. 
White’s record in renewed business is 
93.4%. For 1931 it overshadowed that 


of all other Jefferson Standard agents, 
being 100%, bringing him the company’s 
greatest field honor, the presidency of 
the Julian Price Club. Membership in 
this club is composed of those with re- 
newal records of 80% and better. 


MET RALLY IN MICHIGAN 

\ big rally of Metropolitan Life man- 
agers and agents of the Michigan district 
is being planned for July 13 and 14, in 
Grand Rapids. About 160 are expected 
to attend the affair at which F. O. Ayres, 
vice-president, and L. J. Zettler, super- 
intendent of agencies, will be the main 
speakers. H. W. Becker, Grand Rapids 


manager, will be in charge of all ar- 
rangements. 

ance are imminent. Some involve rate 
levels, some involve methods of pre- 


mium determination, some involve cover- 
age offered and others involve the costs 
of handling the business. In probably 
no line of insurance are as many impor- 
tant changes contemplated as in com- 
pensation. 

“The insurance business seems to be 
taking advantage of the lull in growth 
to prepare for the same sort of growth 
and expansion which followed its last 
period of setback and reconstruction a 
quarter of a century ago.” 























PORTLAND, MAINE 


AGE ano STABILITY 


are outstanding qualifications of 


UNION MUTUAL LIFE 


Incorporated 1848 


INSURANCE COMPANY 











PENNSYLVANIA LAW CHANGES 





Commissioner Armstrong Is, in the Main, 
Having Recommendations Written 
By Those in Business 

The insurance laws of Pennsylvania 
will be recodified in their entirety in the 
1933 session of the legislature, it is re- 
liably reported. There will be no fiasco 
and opposition to the various bills such 
as resulted in the 1929 and 1931 legisla- 
tures. Insurance Commissioner Arm- 
strong is taking steps so that the rec- 
ommendations of the insurance depart- 
ment will meet with the whole-hearted 
support of the insurance interests. 

In the main he is having the recom- 
mendations for the various laws writ- 
ten by the agents themselves. For in- 
stance, he has officially turned over to 
the Pennsylvania Association of Life 
Underwriters the task of deciding on the 
qualifications and licensing of life agents. 
The Managers Committee of the Phila- 
delphia Association met last week to dis- 
cuss qualifications. Later they will sub- 
mit recommendations at a session of the 
executive committee of the state asso- 
ciation, to be held in Pittsburgh. 

It is reported that both the life and 
fire insurance men in the state are de- 
sirous of making qualifications for new 
agents more stringent. 





Guaranteed Life Incomes 


Retirement plans, operated by life insurance 
companies, whether or not life insurance is in 
cluded, provide that certainty as to future income 
people are looking for today. 


For many years the Connecticut General has 
actively promoted the sale of such plans; a variety 
of options gives its contracts the flexibility they 
must have to be continuously satisfactory over 
the entire period they are calculated to serve. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





SCOTCH MORTALITY RATES 





Faculty of Actuaries Tabulate Figures 
Over a Six Year Period; 
Meeting in Edinburgh 
The annual meeting of the Scottish Fac- 
ulty of Actuaries, held in Edinburgh re- 
cently, presided Steuart 
MacNaughten, president of the Faculty, 
and manager and actuary of the Stand- 

ard Life. 

In moving the adoption of the report 
and the chairman mentioned 
that the number of Fellows of the Fac- 
ulty had increased to 265, and the num- 
ber of students to 338, each of which 
was a record number. In fact, the num- 
ber of students had doubled during the 
last 20 years. 

The chairman also outlined the activi- 
ties of the Faculty and the Faculty Stu- 
dents’ Society during the past year and 
made special mention of the continuous 
investigation into the mortality of as- 
sured lives. He stated that for the six 
years 1924-29 the data had been tabu- 
lated, and that a great deal of work had 
been done in connection with the 
experience — the actual time of the 
computers having aggregated many thou- 
sands of hours. Unfortunately, several 
delays had occurred at various stages of 
the work, but it was now hoped that the 
Joint Committee of the Faculty of Ac- 
tuaries in Scotland and the Institute of 
Actuaries would soon be in a position 
to report on the results. 

The election of office-bearers and 
members of council was then proceeded 
with, the new office-bearers being: pres- 
ident, R. Gordon-Smith; vice-presidents, 
R. M. M. Roddick, G. J. Lidstone, Chas. 
Guthrie, and Steuart MacNaughten; 
honorary secretaries, W. C. Reid and C. 
M. Douglas; honorary treasurer, A. E. 
King; and honorary editor, James Da- 
vie. The new members of council are: 
Messrs. H. G. Sharp, W. Bannatyne, A. 
C. Murray, and S. F. M. Cumming. 


was over by 


accounts 





MONTHLY PREMIUM PLAN 





Columbus Mutual Life Announces Inno- 
vation as Aid to Agents; Mini- 
mum Monthly Deposit, $5 

As a special aid to agents the Colum- 
bus Mutual Life of Columbus, Ohio, has 
announced a monthly premium deposit- 
ing plan. The minimum monthly deposit 
is $5. If the monthly premium is less 
than $10, the full amount is to be re- 
mitted to the company by the agent. 

Commissions may be deducted if the 
monthly premium is $10 or more, but if 
lapse occurs during the first year, the 
agent must pay the excess, if any, of the 
medical and inspection fees and for the 
interim term charge to date of default 
over the net premium received by the 
company. 


WORLD’S FAIR CONVENTION 

The Lincoln National has announced 
that those agents who wish to qualify te 
attend the World’s Fair Convention it 
1933, must have a premium income o! 
$2,500 or more (from January, 1932 t 
March, 1933); a minimum of ten lives 
insured during that period; and a laps: 
rate of 25% or better (on business writ 
ten November 1, 1930 to March 31, 1932). 
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Announcing 


ACACIA’S CHANGE IN CHARTER 


A benefit to present and future policyholders 


INCE it was chartered by Congress in 1869, the 

Acacia Mutual Life Insurance Company has been 

limited to one group of men—a select class, but only 
a small part of the population. 


On May 14, 1932, President Hoover signed a bill which 
removed this limitation so that Acacia can now insure 
anyone found eligible according to its standards. It will 
continue to be a select company, and will accept applica- 
tions only from men between the ages of eighteen and 
sixty-five, who are physically, morally, and otherwise 
acceptable. 


Although it was limited to a small group of prospects, 
Acacia has become a force in the nation, being the thirty- 
first largest among more than three hundred old line 
companies in the United States. Its field of operations 
has increased from between three and four million men 
in the former group, to more than thirty-seven million* 
men between the ages of 18 and 65. (*U. S. Census 
figure.) 


With a sound record of accomplishment in its former 
field as evidence of merit; Acacia, under its new charter, 
faces almost unlimited possibilities. 


Acacia Believes 
in LOW PREMIUMS 


Because it is not given to the human mind to foresee 
conditions that may arise in our social and economic life 
to seriously affect estimated dividends, as present times 
prove, Acacia will adhere to its policy of low premium 
rates without estimated dividends, believing this is best 
for its policyholders. 


Acacia’s rates are considerably lower than the rates of 
other mutual companies—indeed lower than the rates of 
many of the stock companies. In effect it pays two divi- 
dends: one, the amount saved through its low premiums, 
the other the amount saved by careful selection of policy- 
holders and efficiency in the conduct of the business. 


ACACIA MUTUAL LIFE INSURANCE CO. 


Chartered by the Congress of the United States in 1869 


State Examiners Commend Acacia 


The regular triennial examination of this institution 
was recently completed by the examiners of four States 
and the District of Columbia, representing all of the vari- 
ous states in which Acacia is licensed to operate. The 
following is the conclusion of their report: 


“The Association has enjoyed a healthy srowth and your exam- 
iners wish to commend the management for the excellent results 
obtained. We believe the underwriting and investment policies of 
the Association to be fundamentally sound and that its affairs are 
being faithfully, efficiently, and economically managed.” 


Official commendation is always appreciated, but par- 
ticularly so in times like these. 


Acacia’s NON-TWISTING Standard 


A lapsed policy is a loss to the man who held it, to the 
agent who wrote it, and to the company that issued it. 
Acacia does not want any part of the business of other 
companies, or any of their agents. It will continue to 
adhere steadfastly to the policy it inaugurated several 
years ago, and which it carries on its stationery and 
literature: 

“Do not lapse your policy in any other old line company to take 
one in Acacia. Do not lapse your policy in Acacia to take one ir 


any other old line company. You lose in either case.” 


STRICT Underwriting Methods 
to Continue 


Acacia will remain a select institution for select men, 
and will keep on giving its policyholders all the advan- 
tages that come from such selection. It will continue to 
conduct its business in the same conservative way as in 
the past, thus assuring a continuance of its low mortality 
rate and low premiums. 








—More than $360,000,000 of insurance in force; assets more than $45,000,000— 


WILLIAM MontTcomMenry, President 


Branches in 55 cities 


Home Office: Washington, D. C. 
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Provident Mutual Makes 
Policy Form Changes 


MANY REVISIONS INCORPORATED 





Also Issues New Application Forms and 
Rate Book; All Effective This 
Month 





A complete revision of policy forms has 
been made by the Provident Mutual, 
bringing them up-to-date in a number 
of ways. The company has also made a 
number of other important changes, in- 


cluding issuance of new application 
forms and of a new rate book. The 
new disability provisions, announced 


some time ago, are incorporated in the 
literature. All changes are effective 
July 1. 

Among the main changes made in the 
policy form provisions are the following: 

Provision is made for automatic ex- 
tended term insurance instead of auto- 
matic paid-up insurance as at present. 
On special class policies, as the extended 
term insurance provision is not included, 
paid-up insurance will continue to be the 
automatic non-forfeiture provision. 


Two Year Suicide Clause 


The suicide and incontestable clauses 
will be effective for two years instead 
of one year as at present. The disabil- 
ity and accidental death benefit provi- 
sions will be permanently contestable. 
The experience in recent years makes 
these changes desirable. 

Cash values will be obtained by sub- 
tracting the following surrender charges 
from the reserve per $1,000 less pennies: 
Second year $16, third year $14, fourth 
year $12, diminishing by $2 per policy 
year and disappearing for the tenth and 
later policy years. 

The first year dividend on all policies 
will be contingent upon the payment of 
premiums for the full second year, as is 
now the case for term policies. 

A Providor policy maturing at age 55 
will be added to the company’s equip- 
ment and corresponding rates scheduled 
in the new rate book. The cash value at 
age 55 will be $1,600 per $10 monthly in- 
come after maturity. 


Retirement Contracts 


On retirement life income contracts the 
cash values will be slightly changed. The 
death benefit will be equal to the cash 
value at the end of the policy year of 
death discounted at 4% interest to date 
of death. In no case, however, will the 
death benefit be less than the premiums 
paid (exclusive of any extra premiums 
for the disability provision). The de- 
ferred increased income option will be 
limited to retirement life income con- 
tracts maturing at age 50 or later. 

On continuous income life and survi- 
vorship income endowment policies, pro- 
vision is made that any instalments cer- 
tain remaining unpaid shall be paid to 
the executors, administrators or assigns 
of the survivor of the insured and bene- 
ficiary. Also, the insured or any changed 
beneficiary shall have the right of com- 
mutation of instalments certain, but the 
original beneficiary shall have such a 
right only if the insured shall so direct 
in writing. These changes will make 
the income policies more flexible. 





INCOME LIFE FORMED 





F. W. Heron and Charles R. Detrick 
Head New California Company; To 
Feature Income Insurance 

Fred W. Heron, well-known advocate 
of income insurance, heads the newly 
formed Income Life Insurance Co., 
which was incorporated this week in San 
Francisco. Charles RK. Detrick, former 
insurance commissioner of California, is 
vice-president and treasurer. 

The new company, which has an au- 
thorized capital of $1,000,000, will feature 
income insurance, including several 
unique forms. Mr. Heron was associated 


with the Fidelity Mutual for nearly thir- 
ty years and served as superintendent of 
agencies for the company on the West 
Coast. 


Benefits to Life Insurance Are 
Seen In Wind-Up of Legg Case 


Although the Legg-Stapler case, which 
has occupied the attention of life in- 
surance people for some time, has finally 
resulted in favor of the defendants, who 
were charged with violating the “twist- 
ing” statute of the insurance law of New 
York State, substantial benefits to the 
life insurance institution are seen as the 
case closes. 

These, as outlined by Denis B. Ma- 
duro, counsel of the Life Underwriters 
Association of the City of New York, are 
indicated, in the first place, by the Ap- 
pellate Division’s declaration that a vio- 
lation of the “twisting” statute consti- 
tutes a misdemeanor. In the second 
place, it is held that the statute applies 
not only to licensed insurance agents and 
companies but as well to unlicensed indi- 
viduals, firms or companies who violate 
the provisions. These holdings are very 
important, says Mr. Maduro, because 
“twisting” is not confined solely to li- 
censed agents but is also practiced by 
many individuals and firms who do not 
have licenses. 

Appellate Division Upheld 

The Legg case reached its wind-up re- 
cently when the New York Court of Ap- 
peals affirmed the judgment of the Ap- 
pellate Division of the Supreme Court. 
The Appellate Division decided that evi- 
dence in the case was not sufficient to 
support the charge of misrepresentation 
and did not indicate any criminal intent 
on the part of the defendants. 

The case was commenced on July 21, 
1930, when the defendants were charged 
with misrepresenting the terms of cer- 
tain insurance policies and were charged 
with making an incomplete comparison 
of certain policies. 

The first trial was had before the Mag- 


istrates Court, at which time Magistrate 
Simpson decided that the facts were suf- 
ficient to make out a prima facie case 
against the defendants, and the defend- 
ants were held for a trial before the 
Court of Special Sessions. 


Were Found Guilty 


The next trial took place before the 
Court of Special Sessions, which is pre- 
sided over by three judges. Judges Salo- 
mon, Nolan and Rayfael were unanimous 
in finding the defendants guilty of the 
charge of violating the “twisting” statute. 
The case came up for sentence before 
Judges Featherstone, Murphy-and Nolan 
and they sentenced the defendant Legg 
to a term of sixty days imprisonment 
in the Workhouse of the City of New 
York and they suspended sentence on 
the defendant Stapler. 

The defendants then took an appeal 
to the Appellate Division of the Supreme 
Court, and the judgment of conviction 
was reversed by a three to two decision 
in January of 1932. Judges Finch, Mc- 
Avoy and Townley voted to reverse the 
judgment and Judges Martin and O’Mal- 
ley dissented and voted to sustain the 
judgment of conviction. The People of 
the State of New York then took an 
appeal to the Court of Appeals, which is 
the highest court of this state, and that 
court affirmed the judgment of the Ap- 
pellate Division. 

The case was handled on behalf of the 
People by Assistant District Attorney 
John C. McDermott, both in the Appel- 
late Division and in the Court of Ap- 
peals, and the insurance business is in- 
debted to him for the intelligent manner 
in which he handled the case and for 
the benefits which the case has given 
to the life insurance business. 





TWO BRUEHL ANNIVERSARIES 





W. A. R. Bruehl Completes Fifty Years 
with Home Life and His Son, 
Twenty-five Years 

An unusual anniversary was celebrated 
last month by the firm of W. A. R. 
Bruehl & Son, general agents for the 
Home Life of New York in Cincinnati. 
On June 12, W. A. R. Bruehl completed 
fifty years of continuous service with the 
company, while his son, W. A. R. Bruehl, 
Jr., had completed twenty-five years of 


continuous service the latter part of 
May. : 
The Bruehl Agency is one of the 


Home Life’s oldest, having been founded 
March 15, 1861, by R. A. W. Bruehl, 
father of the present senior general 
agent. Taking into consideration his 
connection of thirty-three years with the 
company, the agency has had the benefit 
of 108 years of service from the three 
members of the one family. 

The company had planned to give the 
Bruehls a fitting celebration party in 
commemoration of the occasion, but in 
deference to the request of the general 
agents a simple family affair was held. 
A luncheon was held at the Netherland 
Plaza Hotel, Cincinnati, attended by the 
local Home Life representatives and im- 
mediate members of the Bruehl family. 


GUARDIAN MEET IN QUEBEC 

The agents of the Guardian Life are 
looking forward eagerly to the com- 
pany’s convention, which is to be held 
at the Chateau Frontenac, Quebec, Can., 
July 21-23. A large delegation from the 
home office, headed by President Carl 
Heye, will attend. The J. C. McNamara 
Organization will have a representation 
of about seventy including wives of 
members. 


OLD LINE LIFE PROMOTION 

J. P. Wolf, Elkhart Lake, Wis., has 
been appointed supervisory general 
agency of the Old Line Life of Mil- 
waukee. Mr. Wolf was formerly a gen- 
eral agent for the company. 








DINNER TO T. R. FELL 





Agency Honors Retiring General Agent; 
Presented with Gold Mounted Clock; 
Behan and Blake Attend 

A testimonial dinner to T. R. Fell, re- 
tiring general agent of the Massachu- 
setts Mutual, Pine Street, New York 
City, was held at the Hotel Biltmore, 
New York, on the night of June 30. The 
affair was attended by the agency and 
clerical staff of the agency. This agency 
under Mr. Fell’s direction grew from 
$2,000,000 to $20,000,000. Many unusually 
capable producers were developed by 
Mr. Fell. 

Joseph Pellicone was master of cere- 
monies. Talks were made by R. Lester 
Dodson, Sara Lewinson, Norris L. Bow- 
en, Beatrice Doyle and Laurence E. Si- 
mon, his successor; also, by Joseph C. 
Behan, vice-president, and James M. 
Blake, manager of field service, from the 
home office, Springfield, Mass. It was a 
splendid affair. 


ENGELSMAN ON PROGRAM 








Managers’ Section at San Francisco 
Convention in August to Get His Ideas 
On Recruiting and Training 

Ralph G. Engelsman, general agent of 
the Penn Mutual in New York, national- 
ly known as an educator and platform 
speaker, has been selected by Alexander 
E. Patterson, chairman of the managers’ 
section of the National Association of 
Life Underwriters, to speak before that 
group at the San Francisco convention 
in August. Mr Engelsman’s topic will 
be “Recruiting and Training.” 

Attesting to Mr. Engelsman’s fitness t» 
discuss this subject from a practical view- 
point, eight training classes have been 
graduated in his agency in the past two 
years with an average of fifteen recru‘ts 
in each class or about 120 new agents in 
all. A tabulation of one of the most 
recent groups showed that each of the 
men was recruited from a different line 
of business and had made successful rec- 
ords in their respective fields. 


Sees Foreigners As Good 
Prospect Class Today 


HAVE FIXED SAVING _ IDEAS 
W. M. Bray Says They Have Ability to 
Buy and Are Anxious to Promote 
Their Childrens’ Chances 








There is a class of people in this coun- 
try which are ideal prospects. They have 
not in the past been thought of as a se- 
lect group. But they are a class who are 
saving money now as always and they 
constitute a new market for life under- 
writers in these times when such a mar- 
ket is greatly in demand. This is the 
opinion of William M. Bray of San Fran- 
cisco, writing in the current Mutual Bene- 
fit Pelican. 

The class he refers to are people of 
foreign birth, who came to this country 
to make money, and their children. 
Among them are Danes, Swedes, Norwe- 
gians, Germans, Italians, Hungarians, 
Roumanians, Poles, Portuguese, Czecho- 
Slovakians, etc. “For a thousand years 
these people and their forebears have had 
the habit of saving drilled into them,” 
says Mr. Bray. “It is a fixed idea they 
cannot shake. They have also had in- 
stilled in them the injunction, ‘Do not 
spend.’ 

Do Not Srend Freely 

“The result is that these people have 
saved. They have real, not paper worth 
today; and in spite of the fact that radios, 
clothes, autos and what not in the way 
of merchandise can be bought at half to- 
day what they were worth once, and are 
now represented as compelling bargains, 
these people cannot be led into the mar- 
ket to buy for the simple reason that 
buying merchandise means to them sim- 
ply spending. At the same time, these 
people have put their children in schools, 
anxious for them to have better posi- 
tions in life than their own, with the re- 
sult that thousands and millions of clean- 
cut young people are now starting in life, 
and are of an insurable age.” 

Mr. Bray continues: 

“Now, the market for big cases being 
pretty well torn up by twisting and by 
business conditions, is it unreasonable for 
the life insurance merchant to look for 
other fields of activity to keep his busi- 
ness going? 

$3,000-$9,000 Buyer 

“I wish to say at this point that the | 
market for life insurance today is among 
buyers of policies averaging $3,000 and 
not more than $9,000. I wish to impress 
you with the fact that this foreign born 
element is a source of large volume in the 
aggregation on smaller units of insur 
ance. I wish to make you believe that 
these people are the real buyers of i 
surance today, for the following reasons: 

“1, They have ‘heard’ of life insurance. 

“2. They have real wealth—not pape! 
wealth. They have not been speculators; 
they have been savers. ; 

“3. They save but do not spend. 5 
they will not spend to buy merchandise 
low prices as they regard that as spend: 
ing for expenses. But— 

“4. They will buy life insurance today 
as they can be made to regard this # 
saving, not spending. ; 

“Look for business in the thousands 0 
small hamlets or villages, farms and othe 
places over the whole country instead 0 
within a few blocks of the office of each 
general agency. Some of the men wh? 
produce in such territories will be th 
honor roll leaders years from now. | __ 

“Active development along these lin® 
is sure to give us volume. It is sure 
give the company a more desirable spre@ 
of risk and a more certain position as ™ 
dividends and net costs in future yea 
than will be the case if our business ” 
confined to larger risks in only the larg 
centers of population.” 





F. A. WALLIS NOT TO RUN : 
Frederick A. Wallis, Frankfort, Ky: 
former manager here of the Fidelit’ 
Mutual Life, has decided not to run 1 
United States Senator in Kentucky. 
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OR the past seventeen years, I have 
been very happy in my work as an Agent of 
the Massachusetts Mutual Life Insurance 
Company, under the able leadership of 
T. R. Fell. 


The Company has recently conferred a 
great honor upon me by appointing me its 
new General Agent at 20 Pine Street, New 
York, and it is with great pride that I enter 
upon my new duties in the service of a 
Company held in such high esteem as 
the Massachusetts Mutual Life Insurance 


Company. 


During my insurance career, I have 
formed many delightful friendships with 
General Agents and Agents alike and I 
earnestly hope that these cordial relations 


may continue. 


Lawrence E. Simon, 
General Agent. 


MASSACHUSETTS MUTUAL LIFE INSURANCE CoO. 


CHASE NATIONAL BANK BUILDING, 
20 PINE STREET, 
NEW YORK, N. Y. 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effichency 


Who is the average 


Mr. prospect? According 
Average to the findings of the 
Prospect National Civic Fed- 

eration as _ reported 


in the Emancipator of the Lincoln Na- 
tional, here he is: 

He is 37 years old. 

He is saving about $72.00 a year with 
life insurance. 

He has about $251.00 in the savings 
bank. 

He has about $192.00 in the Building 
and Loan. 

He has six chances out of ten of liv- 
ing to age 65. 

He has about five chances out of ten 
of being forced to live on an income of 
less than $700 a year, when he is 65. 

He has four chances out of ten of 
being worth less than $1,000 at 65. 

He has three and one-half chances out 
of ten of being unable to do gainful 
work at 65. 

He has about four chances out of ten 
of being forced to live with children, 
friends, or employes when he is 65. 

If he marries and dies, the chances are 
five out of ten that his widow at age 65 
will be worth less than $1,000. 

x * * 


If you lack good 

Tips from prospects it might be 
Your Own a worthwhile thing 
Records for you to do what 

the Seattle Agency 

of the Oregon Mutual recently did— 


make a study of this particular problem, 
says the Oregon Trail. 

Each agent was asked to take his last 
ten closed cases and tell the source from 
whence they came. When the entire 
eighty-six cases were tabulated here 
were the results by groups: 

42 were either on old policyholders or 

from direct leads from them. 

18 were written as the results of sur- 

veys. 

22 came from personal friends. 

3 from cold canvass. 

1 from the medical examiner. 

. = 


Why do so many 


Constant boys brought up on 
Cultivation farms succeed in big 
Counts city business? It is 


because they learn 
in their early years on the farm that 
success is won after months (sometimes 
after years) of preparatory effort and 
long days of labor, says Equitable 
Agency Items, adding: 

The farmer must first clear the land. 
He must dig out roots, pick up stones, 
fertilize, plow and harrow. When he 
plants a crop, his work is just beginning. 
He must cultivate constantly, fight in- 
sects, weeds and ofttimes blight, before 
the harvest is finally ripe. 

The immediate results we get in the 
life insurance field do not represent the 
maximum returns that we have every 
right to expect. The constant “cultiva- 
tion” of a life underwriter’s clientele is 
his best guarantee of success and this 
truth applies even during those times 
when a particular client is not in a finan- 
cial position to purchase additional in- 
surance. 





“With all due re- 


Dangers in’ spect to modern 
Scientific methods and_ ideas 
Trend we firmly _ believe 


that there is an ever 
growing need for some real old-fashioned 
enthusiasm among life underwriters,” 


comments the Illinois Life Bulletin. 
“Perhaps in the present trend toward 
tailor-made programs, surveys and an- 
alyses, and coldly calculating (scientific) 
sales tactics, we have lost sight of the 
honest value contained in neighborliness. 
Maybe that isn’t the right word, maybe 
there isn’t such a word, but it carries 
the meaning we wish to present. 


“Along with the disappearance of the 
family physician we are seeing the ex- 
tinction of the family life insurance man. 
With the increase of professionalism we 
are losing the friend-to-friend attitude 
and getting the specialist-to-patient 
complex. All of which may constitute a 
progressive step forward; but we con- 
fess to a yearning for the ‘old times.’ 

“In times past the doc called you by 
your first name, inquired about the folks, 
and made you feel generally at home. 
Today if you visit the specialist you are 
met in the anteroom by a capable grad- 
uate-nurse, given a number, cross-in- 
dexed, cross-questioned, and have your 
symptoms and family history entered on 
acard. Finally you are ushered into The 
Presence. When you leave you bear with 
you a vast respect for Medicine, and a 
fervent longing for good old Doc whose 
twinkling eyes and kindly smile kept you 
from feeling like a specimen bug pinned 
to a board. Case No. 17! 

“Things haven’t come to this pass in 
the life insurance business. We hope 
they never will. But it must be admitted 
that the tendency is in that direction. 
With the advent of professionalism into 
our business we are faced with the loss 
of that equal standard between buyer 
and seller which is so satisfying and, we 
believe, necessary.” 








There are no policies better adapted 


NONE BETTER 


INDUSTRIAL — OR — ORDINARY 


to the public need than those issued by 


The Colonial Life Insurance Company 


OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 
Opportunity for Quality Men 
NEW JERSEY—NEW YORK — PENNSYLVANIA — CONNECTICUT 











Return P; 





Preferred Risk 


FRED H. RHODES, President 





Annuity 
Retirement Income (Ages 50-55-60-65-70) 
12% Guaranteed Income (Family Income) 


REASONS 


WHY BERKSHIRE LIFE AGENTS SUCCEED 
The following list of policies are adapted to meet present day needs: 
Berkshire Special (Low Cost) 


(Ages 50-55-60-65-70) 


Whole Life Payable at Age 85. 
Extremely Liberal Policy Contract Features. 
“FUND-O-MENTALS”—Complete New Training Course 


“ASK ANY BERKSHIRE LIFE AGENT” 
BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 


PITTSFIELD, MASS. 





One of the most 


“Let the common evasions the 
Company Think agent meets is “I 
It Over” want to think it 
over.” Here is how 


Frank Friedler, Home Life representa- 
tive of New Orleans, answers it: 

“Sir, I believe that I have convinced 
you that you need this protection. Is 
it fair for you to think it over? If you 
bought a house this afternoon, would 
you go to sleep tonight without insur- 
ance on that house Why? Because if 
it burned, you would lose the money you 
paid for it. But do you realize that you 
are asking your family to wait and if 
something happens to you, they lose 
much more than if your house burns to 
the ground. 

“Your earning power is worth more 
to them than anything you yourself own. 
If your house is worth insuring, so are 
your children’s happiness and _ good 
health. Let the company think it over— 
it will take them a week or ten days. I 
will send the doctor over this afternoon 
at three.” 

This answer can be used to good ad- 
vantage in terms of the man’s own 
business, as it hits home. If he’s in the 
cotton business, you say, “If your firm 
bought a thousand bales of cotton today, 
you would not go to sleep tonight with- 
out insuring it, would you?” Or shoes, 
coffee, furniture, anything! 





KEFFER AGENCY GAINS 


The R. H. Keffer agency of the Aetna 
Life in New York staged an increase in 
June over June of last year, paying for 
$1,821,029, as against $1,712,166 in the 
same month of 1931. The total business 
paid for by the agency for the year 1932 
to date is $11,717,767, as compared with 
$14,013,108 for the same period in 1931. 








The Indiana Compulsory 
Deposit Law guarantees 
cyholders of The Lincolre 
tional Life Insurance 
Compan 


Protect 
Complete Protection 


Wayne, Ind. 
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Consulting Actuaries 
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TIME TO BUILD CONFIDENCE 





Vincent B. Coffin Tells St. Louis Agents 
to Create Confidence in Themselves 
and in the Business 

Declaring that what this country needs 
most is confidence, Vincent B. Coffin, su- 
perintendent of agencies, Connecticut 
Mutual, stated in an address before the 
Life Underwriters Association of St. 
Louis recently that life insurance is for- 
tunate in being the institution that has 
enjoyed the confidence of the people to 
an extraordinary degree. He pointed out 
the necessity for each individual life un- 
derwriter measuring up to this confi- 
dence. 

“People of this country have in re- 
cent months been watching develop- 
ments at Washington as never before 
and have been bombarding members of 
congress with telegrams, letters, etc., to 
see that they do nothing that will en- 
danger public confidence,” Mr. Coffin 
said. “But we should not only watch 
Congress but ourselves. We should ask 
ourselves what we are doing to build 
confidence—confidence in ourselves and 
in the life insurance business. 

“Nothing will build your confidence 
like a good volume of clean business. 
You must see more people than ever 
before. But work harder and you will 
get good business. Today many of the 
older insurance men are sort of sitting 
back because they have a good renewal 
income. But those who are sitting back 
today will be just out of luck five oF 
six years from now. This is no time to 
declare a moratorium on our own fu 





GUARDIAN LIFE OUTING 





Home Office Party Enjoys Day at Bear 
Mountain; President Heye 
Talks at Dinner 

Home office employes of the Guardiat 
Life recently enjoyed an all-day outiné 
at the Bear Mountain resort, making the 
trip from New York by means of a Hud- 
son River steamer. Most of the com 
pany’s executives were present and many 
took part in a baseball game wherein the 
married men played the single. 

In the evening a dinner was held at 
the Inn, at which brief addresses wet 
even by President Carl Heye and Vice 
President James M. McLain, who i 
pressed upon the employes the necesstt) 
for the fullest possible co-operation wt 
the field in the trying problems prese™™ 
ed by today’s conditions. 
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EFFECTIVE RE-SELLING 


Life underwriters today are facing a serious problem—keeping in force the 
life insurance which their clients own. Policyholders today are entitled to one 
hundred per cent service. The underwriter’s future depends upon his giving 
this service. 


al 


To resell an old policy before it has lapsed is less difficult than to reinstate 
it after it has lapsed; but the interview to resell must be just as carefully planned 
as the interview to make an original sale. “What to say” when a policyholder is 
Cc. contemplating lapse or surrender must be carefully thought out. Equitable un- 
derwriters have successfully used such appeals as: 





ty 1. “Do you remember the story of the Arkansas traveler who asked 

— a farmer why he didn’t fix the leaks in the roof of his house? 

-E The farmer replied: ‘When it’s rainin’ I can’t fix it—when it 

_ ain’t rainin’ the roof don’t need it.’ ” 

“Mr. Policyholder, you won’t be able to buy life insurance when 

eds the grave need for it arises.” 

, Su- 

the 2. “If you cancel this contract you won’t cancel the risk. You will 
Pa. merely transfer it from the Equitable to your own wife and 
has children.” 


le to 
d out 


ro 3. “One Equitable policyholder recently said: ‘I must keep this 
onfi- policy in force, because it means rent, clothes, coal, and cloth- 


ae ing—life necessities—for my family if anything happens to 
elop- & me!? ” 

efore 

rs of “Mr. Policyholder, what would your policy mean to your 
Y family?” 

‘offin 

a 4. “Before you cancel this policy, ask some one who has been re- 


build jected or given a sub-standard policy what he would do if in your 
fhe. position. There are thousands of men who would pay you well 
Jence if they could buy the privilege you own in this policy.” 

iness. 
= 

i | . o ° a © ° 

‘ = A well sold client is a tangible asset. His life insurance pays renewal or 
—_ “service” commissions; his good will pays dividends in new insurance and leads. 
‘back 
ve or 





me 1 Resell Your Clients on The Life Insurance They Now Own 

is The Equitable Life Assurance Society of the United States 
gt 393 Seventh Avenue New York 
aa Thomas I. Parkinson, President 


many 
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Pacific Mutual Adopts 
New Disability Program 


$10 INCOME FOR FIRST $10,000 





Unit $5 for Amounts Above $10,000; Pay- 
ments Reduced When Insured 
Reaches Age 60 





The new permanent total disability 
program of the Pacific Mutual Life, 
which became effective this month, in- 
cludes the following provisions: 

Protection will extend to age fifty-five 
and the unit of indemnity for each $1,000 
of insurance will be $10 per month for 
the first $10,000 issued after the pro- 
gram goes into effect. For amounts above 
the $10,000 but within the limits estab- 
lished the unit will be $5 per $1,000. First 
payment in event of a claim will be at 
the end of the fourth month of disabil- 
ity and will consist of the payment of 
one month’s indemnity. 

Disability payments will continue dur- 
ing the period of disability but upon the 
insured’s reaching age sixty under a 
running claim the amount of the pay- 
ments will thereafter be 50% of the for- 
mer amount, in harmony with the com- 
pany’s non-cancellable form of coverage. 

Complete Benefit 

The minimum limit which the company 
will consider, including permanent total 
disability income in force with the Pa- 
cific Mutual under the 1-18 and subse- 
quent policy editions, will be $250 per 
month. Where there is no other dis- 
ability insurance in force with the com- 
pany, the Pacific Mutual will issue 
waiver only on an additional $10,000, 
making it possible to issue a $50,000 
policy with waiver on the full amount 
and with the $250 monthly indemnity. 
The indemnity applied for, together with 
that already in force with this company, 
must not be less than $20 per month. 

The maximum amount of insurance un- 
der which waiver only will be granted 
will be $100,000, and provided that the 
annual premium under such does not ex- 
ceed $5,000. The amount of waiver ap- 
plied for, together with that already in 
force, must be not less than $2,000 of 
insurance. 

Coverage for Women 

Women will be restricted to the waiver 
only benefits with a maximum limit of 
insurance of $25,000 and a minimum lim- 
it of $2,000. The period of coverage will 
extent to age fifty-five and will be issued 
through age fifty. The contract will not 
contain a marriage restriction clause. 

There is an upward adjustment in rates 
for all disability insurance and such will 
be in harmony with the premiums adopt- 
ed by other standard companies under 
their new disability programs, but with 
proper consideration of the differences in 
coverage. 





CHARTER CAR FOR CONVENTION 





McMillen Agency Sending Large Group 
to Milwaukee Meet; Duval 
Leader for Year 

The Clifford L. McMillen Agency of 
the Northwestern Mutual in New York 
City has chartered a special car to take 
a large representation to the company’s 
convention in Milwaukee, which opens 
July 25. Among those making the trip 
will be General Agent McMillen, Grant 
L. Hill, production manager, and R. J. 
Pickard, office manager. 

The agency celebrated its first anni- 
versary last week with a meeting at the 
office quarters, attended by a large rep- 
resentation. One of the features was the 
presentation of a brief case to Herman 
Duval, leading producer for the past 
year. 





HEAD MANAGERS’ ASSOCIATION 

Oscar C. Lebart, New England Mutual 
general agent, has been elected president 
of the San Francisco general agents’ and 
managers’ association. The other officers 
are: Vice-president, R. E. Orth, Home 
Life general agent, and secretary-treas- 
urer, R. G. Minty, Jefferson Standard 
manager. 


HAD $1,000,000 MONTH IN JUNE 





J. P. Graham, Jr., Aetna Life General 
Agent, Starts Off Tenth Year With 
Company Auspiciously 
Giving an auspicious start to his tenth 
year with the Aetna Life, J. P. Graham, 
Jr., general agent of the company at 165 
Broadway, rolled up a June production of 
$1,025,000 in written business, thus prov- 
ing that despite the depression people 
are still in a life insurance buying mood. 
Full time agents, the general agent him- 
self, and even the secretarial and clerical 
staffs in the Graham office, all co-oper- 
ated in reaching this goal for the anni- 

versary month. 

In ten years’ time with the Aetna Life 
Mr. Graham has made many friends both 
for himself and the company. He is now 
serving his second term as_ secretary- 
treasurer of the Life Underwriters’ As- 
sociation of New York. Always active 
in the association’s affairs Mr. Graham 
has stood out as one of the constructive 
leaders in the New York City fraternity. 

First an agent with the Aetna Life, he 
served the old Hart & Eubank firm as 
manager of its uptown office; then went 
into partnership with E. D. Luther, son 
of Vice-President K. A. Luther, in the 
Brooklyn firm of Graham & Luther. 
After a few years in the Borough Mr. 
Graham was selected for the 165 Broad- 
way general agency where he has de- 
voted the greater part of his effort to 
building up a full time producing staff. 





HONORING JAMES A. McVOY 

The agents of the Central States Life, 
as has been their custom for many years, 
have set aside the month of July to pay 
honor to James A. McVoy, president of 
the company, whose birthday falls dur- 
ing this month. 





SUN LIFE APPOINTMENT 
H. H. Harris has been named district 
manager for the Sun Life of Canada in 
Lansing, Mich. He will have charge of 
five counties. 






POLICYHOLDERS’ COMMITTEE 


A group of policyholders of the Inter- 
Southern Life, about fifty, and including 
some malcontents who for years have en- 
deavored in every way to embarrass the 
former management, met in Louisville 
July 2, and formed a policyholders’ pro- 
tective committee. They composed a com- 
mittee consisting of Henry M. Johnson, 
lawyer; James P. Gregory, lawyer; 
Charles H. Bohmer, banker; Clarence F. 
Thomas, former commissioner; and 
Clarence R. Smith, stationery merchant. 
Committee was instructed to investigate 
the proposed plan of turning Inter- 
Southern assets over to the proposed 
Kentucky Home Life. 


He sells something that everybody needs—the 
protection afforded bv United Life policies which 
contain ALL IN ONE CONTRACT: 


LIFE INSURANCE WITH DOUBLE AND 


TRIPLE INDEMNITY FOR ACCI- 
DENTAL DEATH 
NON-CANCELLABLE. NON-PRORATA- 


BLE WEEKLY ACCIDENT INDEMNITY 


WAIVER OF PREMIUMS FOR TOTAL 
AND PERMANENT DISABILITY 


In addition to attractive policy contracts in the 
form of ordinary life, limited payment life. en- 
dowments, monthly income, educational endow- 
ments, and juvenile insurance he offers 


THE INCOME INDEMNITY CONTRACT 
—THE NEVER FAILING SUBSTITUTE 
FOR THE SALARY CHECK 


His advice to ambitious agents is this: Get in 
touch immediately with 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
Home Office: UNITED LIFE BUILDING 


Concord, New Hampshire 








Proved while you 


LIVING policyholders of the Sun 
Life were paid in benefits during 
1931 $68,000,000—THREE TIMES 
as much as beneficiaries of de- 
ceased policyholders. 


This was due, partly, to the fact 
that trained Sun Life representa- 
tives, when selling insurance, coun- 
sel their policyholders how to se- 
cure a dual advantage—the maxi- 
mum benefit to THEMSELVES, and 
the greatest protection to their 


DEPENDANTS. 





“The Proof of the 
Pudding”— 


LIFE insurance benefits . ... can be 


ALIVE! 


The insured no longer have to "die 
to win." 


are still 


The Sun Life enjoys a remarkable 
record for the persistency of its 
business —largely the result of 
sound advice and expert service to 
its policyholders, by its representa- 
tives. 


Sun Life representatives sold 
$528,000,000 new paid-for insur- 
ance last year, making the Com- 
pany’'s total business in force over 
Three Billions—an impressive re- 
flection of public confidence. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


Head Office: MONTREAL 














NEW INTER-SOUTHERN ANGLE 


A new angle was inserted in the plans 
for Kentucky Home Life, in organiza- 
tion to take over assets, etc., of Inter- 
Southern Life, in receivership, by a suit 
or intervening petition filed before )udge 
H. Church Ford, of the Franklin County 
Circuit Court, Frankfort, Ky., June 2, 
asking that the court set aside approval 
given May 28, of the offer of the Ken- 
tucky Home Life for assets of Inter- 
Southern. This suit was filed by Eli H 
Brown, Jr., attorney of Louisville, who 
contends that the plan of transfer of as- 
sets violates property rights of the poli- 
cyholders and can not be done without 
violating three sections of the Kentucky 
Constitution. He contends that the legal 
reserve deposit of the company assets 
with the State Insurance Department is 
for the benefit of the policyholders and 
that the assets can not legally be trans- 
ferred to anyone else. He further as- 
serts that there is no such thing in legal 
jurisprudence as sale of an_ insurance 
company. 





SPONSORS SUMMER CONTEST 





Home Life Agency Association Launches 


Eight-Week Contest for Agents; 
Twenty-three Prizes 


In order to help keep the company’ 
agents thoroughly interested during the 
summer season the Agency Associatiot 
of the Home Life of New York has spor 
sored a contest, running from July 9 t 
August 27. The contest has been ar 
ranged by a committee of the associt 
tion, headed by William B. Stark, get 
eral agent of Syracuse, N. Y. 

There will be twenty-three prize 
awarded, including two first grand prizes 
and three prizes each week for seve! 
weeks. The grand prizes will be give" 
for the largest amount of cash receive’ 
during the contest period in settleme! 
of first-year regular premiums, and 10 
the largest number of lives written, * 
sued and paid for in cash during the 
period. Prize-winners will in each ca“ 
have a choice from articles suitable 1 
themselves or for the home. 





CLIC CLUB MEETING SUCCESS 


The silver anniversary convention ® 
the Clic Club of the Continental Life, 
cently held at the company’s home offct 
in St. Louis, was one of the most sot 
cessful that the company has yet stag 
President Mays has observed that it W* 
like the homecoming of a big family, & 
pecially since all the meetings were held 
under the company’s home office rool. 





Cc. F. GLUECK ILL i 

Charles F. Glueck, head of the a 

division of the John Hancock, 15 ™ 
Boston hospital. 
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N. A. L. U. Membership 
Again “Over the Top’ 


HITS NEW HIGH MARK—19,914 


9 





Scores Achievement in Face of Heavy 
Losses Shown by Other Trade 
Associations 





In a time when most all trade, civic 
and social associations are showing sub- 
stantial losses in membership due to 
general conditions, the National Asso- 
ciation of Life Underwriters has staged 
a real achievement. With a paid mem- 
bership of 19,914 as of June 30, the close 
of the fiscal year, the association shows 
a net gain of 156 over June 30, 1931, the 
previous high mark, and reaches the 
highest paid membership in its forty- 
three years’ history. 

While a few local units were lost dur- 
ing the year there were a greater num- 
ber of new associations formed, so that 
the total number of associations in- 
creased from 228 to 237. More than one- 
half of the units on record as of June 
30, 1931, or 126 locals, exceeded the pre- 
vious year’s membership, while fourteen 
others broke even. Seven out of the 
thirteen association districts staged 
gains. 

Miami Jumps 900% 

Outstanding gains were registered by 
a number of locals. Miami, Fla., in- 
creased its membership 900%; Hawaii, 
463%; Ogden, Utah, 308%; Pontiac, 
Mich., 262%; Little Rock, Ark., 239%; 
Warren, Ohio, 233%, and Southeast 
Texas, 231%. Every association in the 
state of California increased its member- 
ship over last year, thus showing real 
appreciation of the fact that the National 
Convention is meeting in San Francisco 
this year. 

Many New Locals 


Among the new associations formed 
during the year is one at Milwaukee, 
Wis., with 206 members. Others include 
the following: Anderson, Ala.; Ashland, 
Ky.; Butte, Mont.; Columbia, S. C.; 
Danville, Va.; Fort Smith, Ark.; Great 
Falls, Mont.; Huron, S. D.; Jackson- 


ville, Ill.; Lowell, Mass. (reinstated) ; 
Pensacola, Fla.; Rogue Valley, Ore.; 
Southeast Missouri, Southern Missis- 


sippi, Stamford, Conn.; Waukegan, III. 
(reinstated) ; and Western Nebraska. 

Credit for this unexpected achievement 
belongs, in the last analysis, to the heads 
of the local associatidns, who, in most 
cases worked untiringly to keep their 
membership at least up to the previous 
high mark. A considerable amount of 
encouragement and real aid was given 
by Elbert Storer, president of the Na- 
tional Association; Charles C. Thomp- 
son, vice-president, and chairman of the 
membership committee; as well as by 
the other officers and district chiefs. 
Much good work was also done by those 
at the New York headquarters: Roger 
B. Hull, managing director; Maxwell 
Hoffman, assistant managing director; 
and Wilfrid E. Jones, advertising man- 
ager. 





FRANCIS W. MARSH DIES 





Was Active in Insurance and Banking 
Business in Bridgeport, Conn., 
for Many Years 

Death came last Saturday night to 
Francis W. Marsh, well known retired 
banker and insurance man of Bridge- 
port, Conn. Mr. Marsh, who was eighty- 
three years of age, died following a three 
days illness, previous to which he had 
been in good health. 

Mr. Marsh spent most of his active 
business career in banking and insur- 
ance. For a time he and his brother, 
Egbert, operated an insurance business, 
and when his brother retired he asso- 
ciated himself with Orange Merwin and 
Thomas Lemmon, and under the firm 
name of Marsh, Merwin & Lemmon, did 
a general business in private banking, 
insurance and real estate, with a safe de- 
posit department. Mr. Marsh later was 


made president of the Bridgeport Trust 
Co., retiring in 1913, when he disposed 
of his holdings to his associates. 


Connecticut Companies 
Carry 12% of Ordinary 


IMPORTANT POSITION IS CITED 








Net Reserves of State’s Companies Are 
14% of Total in That State; Other 
1931 Figures 





Connecticut life insurance companies 
carry 12% of the Ordinary insurance in 
force in the country, according to an 
analysis of 1931 business made by A. R. 
Magnell, financial editor of the Hartford 
Courant, which appeared in last Sunday’s 
edition of the paper. Other facts gath- 
ered from his survey indicating the im- 
portant position Connecticut holds in the 
insurance world follow: 

There are forty-six life insurance com- 
panies licensed to do business in the state 
and they represent approximately 80% of 
all the life insurance written in this coun- 
try. Based on the Connecticut insurance 
department reports, the life insurance 
companies of this state carry $8,443,221.302 
of the total of $66,507,942,334 life insur- 
ance in force exclusive of group and in- 
dustrial insurance as reported by the 46 
companies licensed here. The combined 
assets of insurance companies doing busi- 
ness in the state amount to $17,512,425,781 
and of this amount the Connecticut com- 
panies have $1,479,153,727, or 8.5%. 

Reserves Are High 


The net reserves of the Connecticut 
companies—the protection given to policy- 
holders—as of December 31, 1931, amount- 
ed to $1,233,230,851 and reserves of all 
companies was $8,055,141,811, giving the 
percentage of 14.2. 

The analysis of 1931 business of the 
Connecticut companies in relation to 
other companies licensed in Connecticut 
limited to the confines of the state indi- 
cates loyalty to the local institutions, In 
this study the figures given relate to the 
ordinary insurance, exclusive of group 
and industrial lines. Last year the Con- 
necticut companies issued 9,701 policies in 
this state, which was 12.48% of the total 
77,763. The amount of insurance covered 
was $43,044,196 of the total of $188,490,- 
717. That was 23.20%. The average pol- 
icy of the Connecticut companies was 
$4,500. 

The average of the 68,062 policies writ- 
ten on Connecticut people by companies 
domiciled in other states was $2,080. In 
this connection it is interesting to note 
the effect of business conditions during 
1931, as compared with the situation in 
1928. The average policy in 1928 written 
in Connecticut by Connecticut companies 
was $4,815, so that the average policy 
here for local companies was off 9.3%. 
The experience of out of state companies 
in 1928 showed average policies for $2,395, 
compared with $2,080 in 1931, showing a 
decrease of 12.2%, 

Local Average Gains 


The cumulative business of companies 


reveal more striking facts. As of De- 
cember 31, 1931, the Connecticut compa- 
nies had 96,060 policies in force in Con- 
necticut. The amount of insurance repre- 
sented $355,349,422. The total number of 
policies in force in the state was 559,141, 
giving Connecticut companies a percentage 
of 17.2. The total amount of insurance 
in force here was $1,321,730,626. Connec- 
ticut companies carried 26.9% of the ag- 
gregate. 

The average policy for the Connecticut 
companies represented $3,700, while those 
of companies of other states on lives of 
people of this state was $2,090. In 1928 
the average policy was $3,450; for that 
the gain was 7.2%, while the gain in the 
average for the companies of other states 
was 5%. 





MYRICK AGENCY FIGURES 

The paid-for business of the Julian S. 
Myrick agency of the Mutual Life in 
New York City for June, 1932, was $2,- 
552,848, as compared with $3,458,700 for 
the same month of 1931. For the year 
the total paid-for business amounts to 
$15,130,875, as compared with $21,278,905 
for the similar period of 1931. 


McCall Heads Life End 
Of Boy Scout Drive 


TO HELP RAISE SHARE OF FUND 





F. W. Ecker Also On Committee; R. B. 
McFalls Heads Fire Group; A. L. 
Carr, Surety; Roosevelt Statement 





John C. McCall, vice-president of the 
New York Life, is chairman of the life 
insurance division in the movement to 
put the Boy Scout Foundation of Greater 
New York on a firmer financial founda- 
tion. Also on the committee are Fred- 
erick W. Ecker, treasurer of the Metro- 
politan Life, and Arthur C. Metz. The 
life insurance division will do its share 
in helping to raise the $100,000 declared 
necessary by Governor Roosevelt to carry 
on the program of the Boy Scout move- 
ment in this territory. 

In asking Mr. McCall to take the chair- 
manship of the life insurance division 
Governor Roosevelt pointed out that in 
times such as are being experienced to- 
day it is especially important that the Boy 
Scout Movement throughout the country 
shall continue to carry on its work on 
behalf of youth. 

Views of Governor Roosevelt 

Continuing he said: “The ever-present 
menace presented by the influence of 
gangdom upon our boys, increased in 
power and scope by present economic con- 
ditions, is a challenge to decent citizenry 
to offer our boys an alternative to gang 
associations,” he declared. Police Com- 
missioner Mulrooney pointed out in his 
recent annual report that the majority of 
criminals that are filling the New York 
jails are ‘vicious’ boys between the ages 
of 17 and 21.” 

Mr. McCall said to The Eastern Under- 
writer that the Boy Scout Foundation 
maintains one of the largest camps in the 
world, a place where these boys put into 
actual practice the outdoor projects and 
principals of good citizenship which they 
learn at the troop meetings. 

R. B. McFalls, of R. B. McFalls & Co., 
is chairman of the fire companies’ divi- 
sion; Albert L. Carr, vice-president Na- 
tional Surety, of the surety division. 





BRITISH HEART DISEASE 





It Is On the Increase, Says Registrar 
General; 300 Out of 1,000 Deaths 
Caused by that Ailment in 1930 


The Registrar-General of Great Brit- 
ain has issued a statement disclosing the 
fact that during 1930 nearly 300 out of 
every 1,000 deaths were the result of 
heart disease—a fact which surprised 
some Britons, who imagined the modern 
generation was stronger-hearted than its 
fathers. Modern work and worry, rush 
and restlessness, is often given as the 
cause of today’s weak hearts, but many 
of them are declared to be a result of 
foolish living. Women “tight lace” their 
lives as their grandmothers tight-laced 
their bodies, and the average person of 
today refuses to balance the hours of 
the day. 

Perhaps the adoption of a new slogan, 
“Take more time,” would mean fewer 
heart troubles, saner business and longer 
lives. 





PHILADELPHIA ASS’N TO MOVE 





Plans Under Way For Occupation of 
More Spacious Quarters; Pent House 
for Managers 


Removal of the headquarters of the 
Philadelphia Association of Life Under- 
writers from the Real Estate Trust 
Building to a more spacious office on the 
twenty-fifth floor of the 1616 Walnut 
Street Building is being contemplated. 

Negotiations are also under way with 
the building management for the occu- 
pation of the Pent House on this build- 
ing by the Managers’ Club of the city. 
Accommodations will include place for a 
library. These arrangements have been 
brought about chiefly through the ef- 
forts of R. U. Hergsheimer, Northwest- 
ern Mutual manager. 





LIVE LEADS— 


Fidelity lead service pro- 
vides a steady stream of live 
leads. The average policy writ- 
ten from these leads and the 
premium values are large. Re- 
turns from circularization on 
the Income for Life Plan, 
originated by Fidelity, are ex- 
ceptionally high. 


Fiwe.tity AGENTs Prorit 


With an effective lead ser- 
vice and a complete kit of sales 
tools, Fidelity agents are prof- 
iting. Low Rate Life, Family 
Income, Disability, Accidental 
Death Benefits and a full line 
of annuity forms are included. 
They are backed by more than 
half a century of fair dealing. 


Send for booklet 


“The Company Back of the 
Contract” 


INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT President 


Ye ['Pissur MUTUAL LIFE 











BRAGG COURSE IN TORONTO 
New York University Insurance Head to 
Conduct Week’s Course to Stimulate 
Canadian Agents 

The Life Underwriters’ Association of 
Toronto, Can., is sponsoring a one-week 
school starting July 11, under the direc- 
tion of James Elton Bragg, director of 
life insurance courses at New York Uni- 
versity. Classes will be held in the audi- 
torium of the Canada Life Building. 

The course, which is an intensive one, 
covering highlights of the New York 
University course, has been designed to 
stimulate summer sales, “to give simple, 
effective sales material to the average 
and better than average producer, to 
orient his thinking to the problems of 
1932, and—if possible—to lift his spirit 
a little.” There will be considerable em- 
phasis given to presenting life insurance 
from the buyer’s point of view. The fee 
for the course is $10. 

This is a repeat engagement for Pro- 
fessor Bragg in Toronto as he conducted 
a course there last summer. He recent- 
ly made a hit in the Middle West where 
he conducted three one-day sales courses 
for the life underwriters’ associations of 
Cedar Rapids and Davenport, Ia. and 
Omaha, Neb. 





HEAD LOS ANGELES MANAGERS 

James P. Harker, manager for the 
Metropolitan Life, has been elected presi- 
dent of the Life Managers Club of Los 
Angeles, and Ralph McCord, general 
agent for the National Life of Vermont, 
vice-president. The club enjoyed a suc- 
cessful year under the leadership of H. 
F. Standish, Sun Life manager, the re- 
tiring president. 


MADE A DOUBLE QUOTA 

I. E. Slutzker, in charge of the Wilson 
Slick agency at Altoona, Pa., of the Re- 
liance Life, swore early in this year to 
increase his business and decrease his 
waist line. He has been leading the 
agency in paid business and has lost ten 
pounds. 
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Advantages of Chief and Alternate 
Medical Examiner System Cited 


The outstanding advantages of the 
Chief and Alternate system of medical 
examiners for life insurance purposes 
were clearly pointed out by Dr. . 
Thornton, medical director of the Lincoln 
National, in a recent address. Dr. Thorn- 
ton told how his department has used 
this system successfully and had thor- 
oughly and rigorously applied it. 

In brief, the system is this: in any 
one community there are two examiners 
appointed, a chief and an alternate. All 
applicants residing in the territory must 
be examined by the chief. The alternate 
may be employed only when the serv- 
ices of the chief are not available. Space 
is provided whereon the agent records 
the details of the chief’s unavailability. 
Routinely a leter is sent to the chief 
for his verification of the explanation of- 
fered. 

If it turns out that the examination 
was made without substantial basis, the 
company requests that the case be re- 
examined by the chief and the agent is 
charged the fee for the irregular exami- 
nation. Very few expensive delays of 
this sort are required to carry the lesson 
home to the erring representatives, Dr. 
Thornton said, and the offense is rarely 
repeated. 

Other extracts from Dr. Thornton’s 
address follow: 

Proper Selection 

Under either plan our first job is to se- 
lect the examiner. He must be a gradu- 
ate of a grade “A” school and identified 
with the medical societies. We main- 
tain that the younger physicians as a 
class are better trained than their eld- 
ers, that they are less liable to infirmi- 
ties of eyesight and hearing and that 
they are more eager to serve and more 
amenable to our suggestions. Of course, 
a few years’ experience is highly desir- 
able. 

These are the prime requisites and are 
not to be sacrificed in a single instance 
to the lesser qualifications so frequently 
stressed, namely that the doctor recom- 
mended is a good prospect, or a policy- 
holder or a stockholder, that he is a 
booster, that he will make examinations 
anywhere, any time or that he examines 
for a dozen other companies. 

Protecting Examiner 


But our greatest difficulty is not the 
selection of the good examiner. Our real 
problem is in protecting him after he is 
selected. In the biological language of 
an earlier paragraph, our problem is to 
create and maintain about him an en- 
vironment such that his only incentives 
demand that he take off his kid gloves, 
find and report the impairments that are 
present and leave the build figures, blood 
pressures and pulse rates unshaded. To 
this end he must be protected against 
loss of examinations by reason of his ca- 
pacity to find impairments and report 
them. 

This protection is inherent in the Chief 
and Alternate plan when it is properly 
enforced. On the other hand it cannot 
be provided under the Multiple Examiner 
plan either in theory or in practice. He 
must feel protected against removal from 
his appointment without real cause. He 
must sense that inefficient service is his 
only insecurity. This is particularly im- 
portant under the chief and alternate 
plan for there is a class of agents in al- 
most every community who will move 
heaven and earth to get rid of a Chief 
who finds and reports all impairments 
when present. 

* The overwhelming advantages of the 
Chief and Alternate system may be sum- 
marized as follows: 


Many Advantages 

The examiner is relieved of all pres- 
sures except those urging him to give 
complete and accurate information in 
every case. 

Practically all fees for the examination 
of our applicants in one locality go to 
one examiner. They become a regu- 


lar and important part of his economic 
budget. He values his appointment and 
therefore is in a proper frame of mind 
to comply with our demands for efficient 
service and to benefit from our instruc- 
tions, 

He receives instructions or admonition, 
as the case may be, from a medical man 
who understands the workings of his 
medical mind. 


Familiarity With Methods 


Through repeated services he becomes 
familiar with our individual methods in 
special cases and can anticipate our re- 
quirements. His motive is not only to 
give service but to save himself further 
correspondence and contact with the 
cases. The effect is that he saves the 
agent and the company the jeopardy of 
delayed business. 

The system provides us with an ex- 
cellent index of the quality of our agents. 
In our experience the really profitable 
agent rarely has any criticism vither of 
his chief or alternate and rarely sub- 
mits a case that is irregularly examined. 

The system also pins a red flag on the 
crooked application. We suspect the ir- 
regularly examined case from the out- 
set and we investigate with particular 
thoroughness and care, a_ procedure 
which has proven vastly profitable in our 
experience, 

But, most important of all is this that 
it provides the proper environment for 
a fast and warm friendship of mutual 
understanding and respect between the 
examiner and the medical director. 


DR. C. W. WUNDER ANNIVERSARY 

Dr. C. W. Wunder, who is associated 
with the Charles E. DeLong Agency of 
the Mutual Benefit in New York City, 
has completed twenty-five years of serv- 
ice with the agency. 








building new organization. 


West. Can you qualify? 








BERMUDA IN AUGUST 


A Convention trip to Bermuda this August is the reward 
offered for outstanding production before August first. 
General Agents find our Convention trips of great help in 


We have a few General Agency openings in the Middle 


PHILADELPHIA LirE INSURANCE COMPANY 
111 North Broad Street, Philadelphia, Pa. 











PLAN TO ENTERTAIN DELEGATES 





Utah and Denver Associations Among 
Those Preparing to Welcome Those 
Going to National Convention 


A number of Western life underwrit- 
ers’ associations are making extensive 
plans to entertain those who are taking 
the special train to the National Con- 
vention in San Francisco in August. 

Among these are the Utah Associa- 
tion, headed by Ralph M. Kahn, which 
has planned a sightseeing trip to take 
in Salt Lake City and vicinity, and the 
Denver Association, which has laid plans 
for trips to the nearby mountain re- 


gions. The Denver arrangements are in 
charge of James Goddard, convention 
chairman there. 





Group Life Story 
(Continued from Page 1) 


up a most unsatisfactory situation in the 
Group field. Just as the disability bene- 
fit has presented a problem for years in 
connection with Ordinary policies the 
Group business was piling up a decided 
unfavorable experience on disability. 


TOP-NOTCHERS 


Bankers Life Salesmen Who Have Achieved Success 
Through Consecutive Qualification in Our 
Highest Honor Organization 


J. M. SWEENEY 
CHICAGO, ILLINOIS 
PRESIDENT'S PREMIER CLUB 
1927 - 1928 - 1929 - 1930 - 1931 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 


Des Moines, Iowa 





Depression Methods 


(Continued from Page 3) 
able results for the amount of effort ex- 
erted. 

This analysis was satisfying, inasmuch 
as it was the only analysis which con- 
firmed any of my prior opinions, name- 
ly, that my work in the congested busi- 
ness district was unprofitable. How- 
ever, it corrected my idea that out of 
town work was the best, since it re- 
vealed that I had made 48% of calls in 
and near Los Angeles resulting in 46% 
of commissions, as compared to 52% of 
calls out of town resulting in 54% of my 
commissions. 

The value of such an analysis is ob- 
vious. 

The Best Prospects 


Using my past experience as a guide 
to my future efforts I am now able to 
construct a’ picture of what should be for 
me an ideal lead, and I am able to form- 
ulate a more intelligent plan of work. 
As an illustration; by referring to my 
analysis I can see that my mosf promis- 
ing lead would be a person who had an- 
swered one of my circular letters, who 
is engaged as a banker, executive or of- 
ficer of a large corporation, and who is 
situated in any territory outside the con- 
gested business district. Likewise, my 
poorest plan of work would be to solicit 
by Cold Canvass, to solicit clerks and 
people holding small salaried positions, 
or to solicit leads that are situated in 
the congested business district. 

I hope that no one will interpret the 
above analysis as representative of an 
average agent’s business. I hope also 
that no agent will regard the figures of 
this analysis as a guide to his own work. 
They are not presented as a measuring 
rod, nor can they be safely applied in 
toto to any other individual. This an- 
alysis is submitted solely as an illustra- 
tion of one agent’s experience, in the 
hope that the description of the facts re- 
vealed may inspire others to keep ac- 
curate records and to make similar an- 
alyses of their work. It is cheerfully ad- 
mitted that another agent may find cold 
canvass and office leads his best sources 
of prospects. He may also do best with 
clerks. a 

The real value in any such analysis 1s 
in finding out what is best for you, an 
this can best be determined by analyzing 
your own results and discovering your 
own weak points and strong points. 





ONE DAY BUFFALO MEETING 

Representatives of the Massachusetts 
Mutual in the Buffalo district held 4 
one day convention in that up-state city 
on July 1. Dr. Solomon S. Huebner of 
the Wharton School of Commerce out- 
lined a plan for unemployment insurance 
which, he said, would relieve conditions 
resulting from periods of depression. He 
suggested payment by both employer an 
employe of 3% of the payroll check of 
each individual to build up such a fund, 
to be paid out after five or six weeks of 
unemployment. 

L. G. Thebaud was the presiding offi- 
cer at the conference at which seventy- 
five agents were present. 
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M. H. Horton Takes Helm 
Of Los Angeles Ass’n 


BIG NEW YORK LIFE PRODUCER 





Association Has Had Very Successful 
Year Under Leadership of Robert 
A. Brown 


A fine meeting was held by the Los 
Angeles Life Underwriters Association 
last week, at which the retiring president, 
Robert A. Brown of the Pacific Mutual 
Life, turned the gavel over to the incom- 
ing president, Mead H. Horton of the 
New York Life. Mr. Horton, who is a 
million-dollar producer, has spent twen- 
ty-one years with the New York com- 


pany, eleven of which have been in Los 
Angeles. He became this year a senior 
Nylic. 

The other newly elected officers are: 
first vice-president, William B. Stannard, 
Connecticut General manager; second 
vice-president, Fred Rowland, North 
western Mutual, and treasurer, Russell 
Hoghe, associate general agent of the 
Aetna Life. Mr. Rowland is president of 
the Orange County Underwriters Associa- 
tion. The new directors are: Robert A. 
Brown, Pacific Mutual; Ralph Bridges, 
assistant manager, Travelers; Neil Hatha- 
way, Mutual Life, and Grantley B. Har- 
per, assistant manager, Equitable Society. 

Reports Financial Progress 


It was reported that the association has 
attained a total paid membership of 425. 
The retiring treasurer, J. F. Hackman, of 
the Lincoln National, reported distinct 
financial progress and accorded the recent 
success of the association to three men: 
Fred Hathaway, manager of the Mutual 
Life of New York, for placing the asso- 
ciation on a “legal reserve” basis; Roy 
Denny, manager of the Missouri State 
Life, tor keeping it there, and Robert A. 
brown for building up the “reserve” and 
membership. Roy dheldon, general agent 
ot the Equitable of lowa, made a strong 
appeal for a large delegation to attend 
the National Convention in August in San 
Francisco. 

Many of the past presidents of the 
twenty-year-old association were present. 
The oldest living member of the group, 
C. S. Montgomery, in point of priority ot 
service, paid a word ot tribute to his fel- 
low past presidents. 

Tr.bute to Browa 

Fred C. Hathaway spoke of the achieve- 
ments of the year and recounted the im- 
mense amount of work Bob Brown had 
given to the Association. Mr. Hathaway 
presented a motion that a committee be 
appointed to prepare a special resolution 
Ol appreciation and that it be properly en- 
grossed on parchment and presented to 
bob Brown as a lasting expression of ap- 
pPreciation for his untiring efforts on be- 
halt of the Association. Arthur P. 
“pron took the chair and presented the 
‘esolution, which was unanimously adopt- 
Cd, 
aul Zerrahn of the California Trust 
‘“ompany, was the chief speaker of the 


dav a . “¢ 
'y and discussed Federal taxes and gift 
aws, 





W. M. ALDERMAN PROMOTED 


Che Pilot Life has elected W. W. Al- 
derman as secretary, this action relieving 
Se Wimbish, formerly secretary, of 
‘eavy routine duties in order that he 
may give his entire time to those of 
agency manager. Mr. Alderman, for- 
merly assistant secretary, has been chief 
underwriter for the company and will 
continue to perform these duties. The 
company, carrying out its expansion pro- 
gram, has appointed twelve additional 
general agents in the last three months. 





35 YEARS WITH EQUITABLE, N. Y. 
Ss L. J. Lavin, assistant manager of the 
Sundelson agency of the Equitable Life 
ae Society, recently celebrated 
is thirty-fifth anniversary with the or- 
ganization. Thirty-one agents wrote 


eighty-six applicati in hi 
talling $00 bo in his honor, to- 


AMERICAN UNION CHANGES 


Harry E. McPherson Named President; 
William L. Goetz and Dr. A. K. 
Wallace, Vice-Presidents 
Harry E. McPherson, who has been 
vice-president of the American Union 
Life of St. Joseph, Mo., has been elect- 
ed president to take the place of R. A. 
Baur, who has resigned. Mr. Baur will 
be associated with the Barron G. Collier 
organization and the Morris Plan Corp., 

in New York City. 

William L. Goetz has been elected 
vice-president of the American Union. 
He has been a director of the company 
since its organization in 1913. Dr. A. K. 
Wallace, director and medical advisor, 
has also been elected vice-president. F. 
W. Rodgers, actuary and assistant sec- 
retary, has been named actuary and sec- 
retary. 


ALL STAR MEET IN MEXICO 

Lamar Life fieldmen are showing keen 
interest in the 1932 All Star Convention, 
which is to be held in Mexico. The dele- 
gates will sail from New Orleans, 
July 30. 


POLICYHOLDER’S SALES TALK 

F. P. Morton, a policyholder of the 
Acacia Mutual, recently addressed the 
C. L. Fritz agency of the company in 
Newark, talking on “Successful Sales- 











Dr. C. A. Vandervoort 

Of Fidelity Mutual Dies 
COMPANY’S MEDICAL DIRECTOR 
Was Born in Canada and Practiced in 


Philadelphia Before Entering Life 
Insurance 








Dr. Charles A. Vandervoort, medical 
director of the Fidelity Mutual Life, died 
on Sunday at the Bryn Mawr Hospital, 
at the age of sixty-five years. He had 
been in failing health for some time and 
had been unable to attend to his office 
duties since the beginning of last year. 

Born in Stirling, Ontario, March 11, 
1867, Dr. Vandervoort came to Philadel- 
phia as a young man for treatment of a 
minor injury to his back. His experience 
in the hospital gave purpose to his ambi- 
tion to be a doctor, with the result that 
he graduated in medicine from the Uni- 
versity of Pennsylvania with the class of 
1 


Nose and Throat Specialist 

Following graduation he served a term 
as resident physician in Blockley Hos- 
pital, Philadelphia, and then did some 
post-graduate work in ear, nose and 
throat in Glasgow. Afterward he was 
connected with the Episcopal and Poly- 
clinic Hospitals in Philadelphia, and for 
some time was surgeon in ear, nose and 


MAN’S WORST ENEMY 

Dr. Louis I. Dublin, vice-president of 
the Metropolitan Life, addressing the 
third annual convention of the western 
branch of the American Public Health 
Association, Denver, said: 

“A voracious appetite is man’s worst 
enemy and death takes a greater toll at 
the festive board than on the battle- 
fields.” 





throat at St. Christopher’s Hospital. 

During this period he became medical 
examiner for several companies, includ- 
ing the Fidelity, and July 1, 1915, became 
associated with the Fidelity head office 
medical department. On April 15, 1920, 
he became assistant medical director, and 
in January, 1931, medical director. 

Interested in Music 

Dr. Vandervoort had two hobbies which 
occupied his outside interests, golf and 
music. He acquired quite a reputation 
in choral work and gave Katherine Meisle, 
who later achieved a national reputation 
with the Chicago Civic Opera Company, 
her first tryouts. 

In 1890 he married Maude Empey, who 
survives him. There were no children. 
He was a member of the Alpha Mu Pi 
Omega fraternity, the Philadelphia Coun- 
ty Medical Society, the American Medical 
Association, the Philadelphia Country 
Club and a director of the North Phila- 
delphia Trust Company. 





manship.” 


























FORTY YEARS 
OF UNFAILING SERVICE 


The Missouri State Life is rounding out its 40th year of un- 
ceasing and unfailing service to policyholders and field men. During 
all of these forty years, the Company has met every policy contract 
obligation promptly and fully, and as a guarantee of safety to those 
who have entrusted or may entrust their future life insurance estates 


with it, the Company has 


Admitted Assets totalling more than 


$155,000, 000.00 


issouri State Life 


Insurance Company 


St. Louis 


AS EVERLASTING AS THE HILLS 
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Huebner Making Trip 
Throughout Country 


OUTLINING C.L.U. ADVANTAGES 


Have Been Arranged by Local Chap- 

ters and Associations 

The significance of the Chartered Life 
Underwriter course of study will be point- 
ed out to agents all over the country this 
summer by Dr. S. S. Huebner of the Uni- 
versity of Pennsylvania, dean of the 
American College of Life Underwriters. 
Dr. Huebner left Philadelphia on June 27 
for an extended trip in connection with 
the work of the College. 

Meetings have been arranged for him 
in various points throughout the country 
with different objectives in view. ‘Thus, 
he will meet with local C. L. U. chapters, 
or with holders of the degree in places 
where local chapters do not exist; will 
speak at general meetings of persons who 
have taken one or more instalments of 
the examinations, or who are planning to 
do so. Special attention will be given to 
a discussion of ways and means for or- 
ganization of the necessary educational ac- 
tivities designed to prepare candidates for 
the examinations. 

Arrangements have been made at many 
of the points for a general meeting of the 
Life Underwriters’ Association in order 
that the entire C. L. U. program may be 
presented to their members. Individual 
conferences have also been arranged with 
home office officials, teachers of colleges 
and universities and study group leaders 
in the cities visited. 

Cities To Be Visited 

The schedule of cities to be visited, as 

well as the date set for each follows: 





PCtOSE: BEIER. oon ccncsesseesesione July 8 
Milwaukee, Wik. occ cncccdsceces July 12 
Ce SES hana anennewenne cat July 14 
Pavenport,. LOWS acicccsscnnccase July 16 
RON BOM ijs3s’s ¢ dmarak& exrirecs July 19 
OI, PR i). a pata ene ea. boars July 21 
Rete Ce, BAG: occ cis ceecvnsawed Aug. 3 
Minneapolis, Minn. ...........-. Aug. 6 
OS ERT ore ee Aug. 11 
PO CME wa cusho cones aneelnes Aug. 13 
Roe Anmmotes, Calit, . .cccccccnccced Aug. 20 
Peer: Cole. oc cicccvccscesccscc te 
Chtahonin City, CR. cic cccceses Sept. 13 
ee, NE BEOy known econ sen eees Sept. 15 
Cem, CIS bocwesevcieceeen Sept. 17 


Dr. Huebner has already visited Boston, 
Buffalo, N. Y., and Cleveland. Agents 
who are interested in attending any of the 
above scheduled meetings can get details 
by communicating with officials of local 
C. L. U. chapters or life underwriters’ 
associations. 


REFILE NORTHERN STATES SUIT 

Because of a ruling of Judge C. E. 
Greenwald of the Superior Court at 
Gary, Ind., that securities deposited by 
the Northern States Life of Hammond 
would be worth face value and would not 
undergo decreased value without reap- 
praisement, the state has withdrawn its 
receivership action against the company 
and started another in the i 
Court at East Chicago. 





MISSISSIPPI COMMISSIONERS 

Three members of the State Insurance 
Commission of Mississippi have been ap- 
pointed. They are: Guy M. Huston of 
New Albany; Shelby Pickett of Hatties- 
burg, and H. H. Boswell of Coffeeville. 
They succeed Ferd M. Becker of Brook- 
haven, S. V. Crowe of Booneville and 
Stewart Watson of Lexington, retiring 
commissioners. 


VISIT EASTERN AGENCIES 

Two officials from the home office of 
the Union Central in Cincinnati, Wendell 
F. Hanselman, assistant supervisor of 
agencies, and H. Dixon Trueblood, edi- 
tor of “The Agency Bulletin,” visited 
company agencies in the East last week, 
giving information about new selling 
methods. Among the agencies visited 
were those located in Boston, Springfield, 
Mass., Buffalo and Philadelphia. 


Superior 


New Best’s Report Gives 
Latest Company Data 


1932 DIVIDEND SCALES SHOWN 





Rates and Net Costs on Four Leading 
Policies of Each Company Are 
Included 





Complete financial information about 
legal reserve insurance companies operat- 
ing in the United States, together with 
other analytical details about the compa- 
nies, are included in the 1932 edition of 
Life Insurance Reports, recently 
published. The current volume omits the 
paragraph on “Policy Provisions” because 
Best’s 
Illustrations, also furnished to subscribers. 

Among other things the current edition 
shows the dividend scale of all life com- 


Best’s 


this information is obtainable in 


panies for the year 1932, premium rates, 
policy conditions, cash values, disability 
premiums, etc. The book shows not only 
premium rates, net costs, cash values and 
recapitulations for all companies, but also 
for four of the leading policies of each 
company, and on mutual companies on the 
leading policy at every age is shown from 
twenty-five to fifty for the twenty-year 


net cost policy with recapitulations for 
each age for both ten and twenty years. 
Comprehensive Information 

The paragraph, which serves to show 
the scope of the work, includes assets and 
liabilities, income and disbursements, profit 
and loss exhibit, the slip-up of the insur- 
ance force, various operating ratios of 
importance, mortgage loans by States, 
bonds by classes; a paragraph on history 
covers this completely; the “Management 
and Reputation” paragraph interprets the 
operating ratios and assigns the rating; 
the kinds of insurance written, forms of 
policies issued, gross and net lines, offi- 
cers, directors, states in which licensed 
and reserve basis, together with financial 
tables for past years on cash premium in- 
come and gross of the company, complete 
the individual reports. 

Various statistical tables are shown for 
fraternal benefit societies, assessment as- 
sociations and Canadian companies not 
operating in the United States, as well as 
a handy table listing companies by States 
and cities, together with net retentions, 
for re-insurance purposes. 

The volume comprises some 1500 pages 
printed on bible paper. The book, due 
to its size, readily fits a cost pocket. A 
new cover has been adopted for this year’s 
book in brown instead of the previous 
black, which will be continued for the 
future. 





You Will Find It Profitable 
To Call at the 


HOME OFFICE OF THE 


EASTERN LIFE 


INSURANCE CO. OF NEW YORK 
® Individual Service and Attention ® 


Our Full Time and Surplus 





Contracts Are Liberal 


A GENUINE OPPORTUNITY FOR 1 
ADVANCEMENT } 





303 Fourth Avenue, N. Y. C. | 





UNCONQUERABLE SPIRIT 

Our times demand an unconquerable 
spirit, says John A. Stevenson, vice- 
president of the Penn Mutual. A deter- 
mination to win, regardless of all diffi- 
culties, is generally founded on faith and 
confidence in ourselves. He who for- 
tifies himself with a thorough knowledge 
of his chosen work, who neither recog- 
nizes obstacles nor admits defeat, is 
bound to have the confidence which will 
carry him on to victory. The spirit of 
“T will find a way, or make one,” is the 
kernel of unfailing mastery. “Start each 
day with determination, the determina- 
tion to follow through,” he says. 
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HOME OFFICE BUILDING 








What a Father | 
Did tor His Daughter 


W HEN she was 25 years old he bought for her a single-premium 
life annuity of $1000 a year payable $500 semi-annually. 


event of his death. 








NEW YORK LIFE INSURANCE COMPANY 
51 MADISON AVENUE, NEW YORK, W. Y. 





NTE STEEN NENW WN SO SWI NOE NE NUE 


That was over 43 years ago. In all she has received $43,500; and 
2 the New York Life will, of course, continue to send her a check C 
S for $500 every six months as long as she lives. : 
She is almost 69 years old, a widow.—Can you think of any other ‘ 
5 gift her father could have made her that would have been so C 
enduring, so helpful to her, so thoroughly significant of his desire C 
5 to make her life financially safe? : 
©, 

5 He had protected her whether he lived or not, whether she married 

or not and (if she married) whether her husband should prosper 

5 or fail or leave her unprovided for in 
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Court Holds Doctrine of Life 
Policy Waiver Works Both Ways 


That a beneficiary cannot use waiver 
of rights in a life policy to the extent 
that it helps her and then ignore it to 
the extent that it hurts her has been 
pointed out by the N. Y. Supreme Court 
in the interesting cast of Ruckenstein v. 
Metropolitan Life. The beneficiary in 
this case tried to collect on a $20,000 
policy which had lapsed and been re- 
placed by a $5,000 contract. 

The court held that where both par- 
ties have acted within their rights, the 
doctrine of waiver works both ways. If 
the insurer is precluded from repudia- 
tion of all liability after negotiating for 
a reduction in the amount of his insur- 
ance, no less is the insured or his bene- 
ficiary precluded by such _ negotiation 
from a repudiation of the reduction. 

There were a number of interesting 
features in the Ruckenstein case as the 
following outline of the case indicates: 


Policy Loan First Step 


On February 14, 1929, the defendant, 
the Metropolitan Life, issued to Max 
Ruckenstein a $20,000 policy on his life 
payable to his wife, the present plaintiff. 
The insured paid two annual premiums, 
which carried the insurance to February 
14, 1931. At the end of the second policy 
year the policy would have had a cash 
value of $520. But in September, 1930, 
the insured and his wife, the beneficiary, 
applied for a $520 loan. The company 
advanced the amount and this loan was 
outstanding at the end of the second 
policy year. The existence of this loan 
consumed the full value of the policy 
and left nothing as a cash surrender 
value or with which to purchase extend- 
ed term or endowment insurance. 

On January 14, 1931, the usual pre- 
mium due notice was mailed to Rucken- 
stein. He had thirty-one days’ grace 
after February 14, 1931, in which to make 
payment, and the grace period expired 
March 17, 1931. This third annual pre- 
mium was never paid. Mr. Ruckenstein 
died on April 10, 1931. 


Applied for Reduction 


On the facts stated had there been 
nothing more, the policy clearly would 
have lapsed on March 17, 1931, before 
Ruckenstein’s death, and there would 
have been nothing payable to his widow, 
the plaintiff. But a transaction did take 
place during the grace period which 
plaintiff claims kept the full policy alive, 
though the premium thereon was never 
paid. On March 6, 1931, Ruckenstein 
called at defendant’s inquiry office and 
asked for figures on a change of his pol- 
icy reducing the amount to $10,000 or 
$9,000. On March 13 the company wrote 
to him, quoting figures on both of. these 
propositions. On March 14 defendant's 
agent called to see him, and Mr. Ruck- 
enstein then signed and delivered to the 
agent an application to change the policy 
irom $20,000 to $5,000 and at the same 
time delivered to the agent the $20,000 
policy and a check for $44.65, being the 
amount of the quarterly premium on the 
pe blicy for $5,000. 

lhe application provided that the com- 
pany shall assume no liability thereun- 
der “until it has been received, approved 
and the rewritten policy issued and de- 
livered during the life time of the ap- 
plicant.” Nothing else was done within 
the grace period. Thereafter the appli- 
cation took its regular course. No med- 


ical examination of the insured was re- 
quested or had by the company in con- 
nection with the application for the 
change. 

Beneficiary Not Notified 


The papers were sent to the home of- 
fice, received there shortly after March 
20, and there was stamped on the $20,- 
000 policy “Policy changed. Change Div. 
March 25, 1931.” On or about March 26, 
1931, the policy division wrote a policy 
in the sum of $5,000 on the life of Mr. 
Ruckenstein bearing the same number 
and date as the $20,000 policy. The de- 
fendant neither asked for nor received 
the consent of the irrevocable beneficiary 
to the change; it never notified the bene- 
ficiary of any such contemplated change 
and it does not appear that the benefi- 
ciary had any knowledge thereof. 

On or about March 30, 1931, the $5,000 
policy was sent from the home office to 
one of the district offices of the com- 
pany, with instructions to deliver the pol- 
icy to the insured and to have ‘the form 
requesting the change signed by the in- 
sured and the beneficiary. On April 12, 
1931, the agent called at the home of the 
insured with the policy and form, and 
on being told of the insured’s death two 
days before, took the policy back to his 
office. 


New Policy Refused 


Thereafter the beneficiary refused to 
receive the changed policy, and declined 
to accept the company’s check for $4,- 
993.63, the amount computed to be due 
on that policy. So far as the entries 
on the books and records of the com- 
pany are concerned, it does not appear 
that the $20,000 policy was ever entered 
on those records as lapsed. 

On these facts the plaintiff sues for 
the original amount of the policy, less the 
earned premium and loan outstanding, 
and contends: (1) That being an irre- 
vocable beneficiary, the defendant could 
not divest or change her interest in the 
contract of insurance without notice or 
without obtaining her consent; (2) that 
the act of the defendant in changing the 
contract of insurance from one of $20,- 
000 to one of $5,000 was void and not 
binding on her, and (3) that by making 
such change without her knowledge or 
consent defendant is estopped from set- 
ting up the failure to pay the premium 
of February 14, 1931. 

Original Policy Lapsed 

The court held, however, that when 
the insurance company, three days be- 
fore the expiration of the grace period, 
received the old policy, accompanied by 
an application for its modification, which 
was, by its terms, ineffective until the 
application had been approved by the 
insurer and a new policy had been de- 
livered to the insured, that company did 
not prejudice the rights of the insured 
or the beneficiary under the original 
policy. 

Had either insured or beneficiary of- 
fered to pay the premium due under the 
original policy three days after the ap- 
plication, the insurance company could 
not have refused to continue the origi- 
nal policy in force. No such offer was 
made. The original policy lapsed before 
the new policy was finally agreed upon. 
Whether that lapse was entered upon 
the books of the insurer is not mate- 
rial. Although the new policy was not 
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DR. G. H. KOPPERL’S DEATH 


Dr. George H. Kopperl, a leading mem- 
ber of the agency organization of the 
Illinois Life, died Sunday, June 26, in 
Jacksonville, Ill. He was fifty-nine years 
of age. He had been since January 2, 
1914, in charge of the West Central IIli- 
nois Agency for the company. Dr. Kop- 
perl’s death was caused by an acute 
dilatation of the heart, a contributing 
cause being an injury resulting from 
accidentally falling on the stairs of his 
office on June 11. He is survived by his 
widow. 





delivered to the insured during his life- 
time, the insurer is deemed to have 
waived its right to repudiate both the 


old and the new policy. 


No Fraud or Collusion 

The surrender of the lapsed policy was 
not a wrongful or unauthorized act. So 
here, there being no fraud or collusion 
and no wrongful or unauthorized act 
which changed the rights of the benefi- 
ciary while the original policy was in 
force, the plaintiff cannot avail herself of 
the waiver arising from continued ne- 
gotiations and repudiate the terms and 
conditions of such negotiations. The de- 
fendant in its answer:sets up its offer 
to pay to the plaintiff, who refused to 
accept, the same, the balance computed 
to be due on the $5,000 policy, the sum 
of $4,993.63. Judgment was accordingly 
directed in favor of the plaintiff for 
$4,993.63, with interest. 


VOICE A SELLING ASSET 





Cyrus Lund, Pacific Mutual General 
Agent, Urges Agents to Cultivate 
“Voice Personality” 

The belief that the salesman’s voice is 
of primary importance in successfully 
imparting his message to his prospect is 
expressed by Cyrus Lund, general agent 
for the Pacific Mutual in Erie, Pa., writ- 
ing in the Pacific Mutual News. “We 
can appreciate a tense eye as opposed 
to a careless or flabby eye—an eye with- 
out a purpose,” he says. “The tense voice 
is in the same category. It is propelled 
toward an objective; it means something. 

“Everything in this world really worth 
acquiring exacts a heavy price in time 
expenditure. Polo and golf stars must 
pay that price in l6ng hours of practice. 
Steel men, shipping men, traffic agents 
must pay in countless hours for the ex- 
pert knowledge they accumulate. You 
can pick up what I shall call an ‘expert 
voice’ with less time expenditure than 
is necessary in mastering any other art, 
for the simple reason that you have 
boundless opportunity for practice in the 
daily routine of life. All that stands in 
your way is a natural carelessness in 
talking coupled with a lack of knowl- 
edge concerning the fundamentals that 
lie behind the pleasing voice.” 





GENERAL AGENT TWENTY YEARS 

Charles H. Hartzell has been general 
agent for the Reliance Life in Elgin, IIL, 
for twenty years. 
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WHAT INSURANCE COMPANIES’ 
DOMICILE MEANS TO A STATE 
The vital part which the institution of 

insurance has in the economic welfare 

of a state was ably presented to the 

Connecticut Chamber of Commerce by 

Richard M. Bissell, president of the 

companies in the Hartford Fire group, 

in a recent address. Briefly summarized 
he points out the following benefits to 
the community: 

The insurance companies of the state 
bring many fine citizens into Connecticut 
from other parts of the country. Some 
of these importations are among the 
most outstanding and useful citizens of 
the state today. 

They give employment to a very large 
number of the state’s citizens in sur- 
roundings that are pleasant and under 
conditions that are healthful. 

None of the operations of the com- 
panies are in any way harmful to the 
state or detrimental to its welfare. On 
the contrary, the beautiful buildings of 
the companies and the houses of their 
employes add to the attractiveness of the 
communities where the companies are 
located. They encourage thrift, notably 
the life insurance companies. 

Furthermore, the insurance business is 
in partnership in a conspicuous way as 
an investor with the banks and public 
utility corporations and many of the in- 
dustrial concerns of the state. 

Even if the dividends paid by the in- 
surance companies shall have to be re- 
duced during these hard times, yet their 
record of payments to their stockholders 
for more than half a century as regards 
both regularity and rate of dividend is 
better than that of any other industry. 

The insurance companies have brought 
a vast aggregate of assets to Connecti- 
cut, building them in part from profits 
and investments in other states, and in 
this way have added greatly to the 
wealth of the state. 

“What other fund used or available 
for maintaining the ¢urrent business of 
the community is comparable to the 
steady stream of cash amounting to $50,- 
000,000 per annum distributed each year 
in Connecticut by these companies 
through their payments to stockholders, 
policyholders, salesmen and employes, 
not counting taxes?” asks Mr. Bissell: 

Over 13,000 citizens of the state are in 
employ of insurance companies, includ- 
ing officers. To these individuals sala- 
ries are paid annually amounting to 
nearly $26,000,000. Some of this large 
sum goes into savings banks and other 
investments. Some is used to pay for 
life insurance, and to make payments on 


mortgages, but the great bulk is used in 
living and other expenses in the state. 
This steady stream of money means a 
great deal to merchants, public utilities 
and to others engaged in trade or in 
food production. 

Mr. Bissell’s address made a fine im- 
pression in Hartford as it was printed 
in full by the Hartford press. It was 
another of his splendid contributions to 
the business which he has served so long 
and with such great distinction. 





TOTAL DISABILITY OF THE 
HEALTHY 

An Iowa court has decided that Dr. 
Wilton McCarthy, a Des Moines sur- 
geon, is entitled to total disability com- 
pensation under provisions of a policy 
of accident insurance although five med- 
ical witnesses, all of whom were crippled 
in some manner, testified that they were 
successfully engaged in some phases of 
surgical practice, and that such practice 
could be carried on by one unable to 
use instruments. Dr. McCarthy had sus- 
tained an injury which deprived him of 
all sensations in a part of his hand, but 
was otherwise in full possession of his 
faculties and in good health. 

The policy, describing the insured as 
engaged in “surgical practice,” provided 
among other things for weekly benefit in 
case of injury, “if such injury shall cause 
continuous total disability and prevent 
the insured from date of accident from 
performing any and every duty pertain- 
ing to his occupation.” 

The defendant (U. S. F. & G.) urged 
that there were many specialized 
branches of medicine, not requiring man- 
ual dexterity, which the doctor might 
pursue, and that he could not be deemed 
to be totally disabled as a result of the 
loss of use of his hand. 

The trial court, according to the New 
York Law Journal, instructed the jury 
in part as follows: 

If you find that plaintiff can perform 
some trivial, incidental acts connected 
with the practice of surgery, but is un- 
able to perform any and every material 
and substantial act in the practical pro- 
secution of the practice of surgery, you 
would be warranted in finding that he 
was totally disabled within the terms of 
the contract in this case. On the other 
hand, if you find there are any substan- 
tial and material acts necessary to be 
done in carrying on such occupation 
which the plaintiff could perform during 
the period in controversy in this suit, 
then you would not be warranted in find- 
ing a total disability within the mean- 
ing of the contract of insurance. 

These instructions of the court and the 
verdict of the jury, in favor of the plain- 


tiff furnish another illustration of what 





Mr. and Mrs. William D. Grier 





William D. Grier, head of the improved 
risk department of the North British & 
Mercantile and affiliated companies, 
which department was established thirty 
years ago, has been with that organiza- 
tion thirty years, and in recognition of 
this fact a considerable amount of im- 
proved risk business is being received by 
the fleet. Mr. Grier began his insurance 
career with the John C. Paige agency of 
Boston in 1893, became special agent of 
the Palatine and Imperial, and then was 
made chief engineer of the Paige Agen- 
cy. Later, he joined the North British 
& Mercantile as assistant engineer and 
is now secretary of the company. He 
has written many articles on the subject 
of engineering, including a handbook to 
the Insurance Society of New York 
course. He has served on many im- 
portant committees of the business, 
sometimes as chairman, and is a mem- 
ber of the executive committee of the 
Factory Insurance Association. He has 
been president of the New York Micro- 
scopal Society and secretary of the Bos- 
ton Scientific Society. A picture of Mr. 
and Mrs. Grier appears in this column. 
They have three boys, one of whom, 
William, is an inspector of the New 
Jersey Schedule Rating Office. 

s & * 


Ernest A. Paviour, president of R. S. 
Paviour & Son, Rochester, has been 
elected a trustee of the University of 
Rochester. Mr. Paviour has long been 
prominent in civic affairs in Rochester. 

_ 6 « 


Dr. Charles E. Iliff, medical director of 
the Western & Southern Life, and presi- 
dent of the Obstetrical Society, is the 
author of an article appearing in the 
July issue of the Journal of Medicine. 

* ££ @ 

George R. Schoen, Fidelity & Deposit 
departmental manager in St. Louis, as 
president of the Gravois Park Independ- 
ence Day Association, presided during a 
July 4 celebration there. 





insurance companies are confronting in 
disability contracts. Underwriters and 
juries do not agree as to what constitutes 
total disability. The former did not con- 
template that so many men apparently 
“in good health” can collect so much for 
injuries to hands, to nervous systems, to 
temperaments. When a man who can 
eat a big plate of beeksteak and boiled 
potatoes proves that he is “totally dis- 
abled” it is no wonder the insurance 
companies are changing their disability 
provisions. 





Miss Helen Hornbostel, daughter of 
E. H. Hornbostel, state agent in New 
York of the Firemen’s Group and author 
of Tales of the Road published in The 
Eastern Underwriter, was graduated 
from Smith College, Northampton, Mass., 
on June 20, with a B.A. degree. During 
the time she was at Smith she won sev- 
eral scholarships. Miss Hornbostel, who 
has considerable creative talent, has been 
majoring in art and will now take a two 
years’ course at Pratt Institute, Brook- 
lyn. During her college days she de- 
signed numerous posters and was also 
on the board of art editors of the an- 
nual senior class publication. She de- 
signed an artistic head for the Smith 
Mathematics Club, composed entirely of 
numerals, zero to 10, arranged in a most 
novel way. 

* * * 

General Agent Richard H. Cutler of 
the National Life of Vermont, Spring- 
field, Mass., agency, is the latest insur- 
ance man to join the hole-in-one club. 
He accomplished the feat on the six- 
teenth hole at the Longmeadow Country 
Club. 

ee & 

Waison S. Morss, son of Franklin C. 
Morss, manager of agencies of the Prov- 
ident Mutual Life, is editor of the World 
Business Digest, a monthly magazine on 
the line of the Literary Digest or Read- 
ers’ Digest but confining itself to busi- 
ness matters. The first issue appeared 
in May of this year. It runs about 
eighty-four pages. 

* * * 

William E. Wollaeger, president of the 
Concordia of Milwaukee, and vice-presi- 
dent of the Milwaukee Mechanics, last 
Friday completed thirty-five years of 
service with the company. He joined the 
Concordia as a young man and worked 
in every department before being elected 
president a decade ago. 

. - ®@ 


Dr. K. Schmitt, than whom there is no 
more prominent insurance man in Ger- 
many, and who is head of the Allianz 
und Stuttgarter group, was offered the 
post of Chancellor of the Exchequer by 
the von Papen administration. He turned 
it down. 

* * * 

James Lawrence Doolin, son of Mr. 
and Mrs. Lawrence J. Doolin, of Hart- 
ford, was born on June 28. Mr. Doolin 
is a consultant on the staff of the Life 
Insurance Sales Research Bureau. 

“ = 2@ 


Edward W. Wade, Jr., secretary of 
Hamilton & Wade, Inc., insurance brok- 
ers of New York City, was married on 
Monday, June 27, to Miss Julia Eliza- 
beth Lessels at the Victoria Congrega- 
tional Church, Jamaica, Long Island. 
Many of Mr. Wade’s friends in insur- 
ance attended the ceremonies. He has 
been in insurance since leaving school 
and for the last two years has been in 
charge of the placing department of 
Hamilton & Wade, Inc. 

ew 


R. J. Newhouse, president of Newhouse 
& Sayre, Inc., all-risks and inland ma- 
rine underwriters in New York City, ar- 
rived in Europe this week on the Aqu!- 
tania. 

Ok * * 

Richard M. Devine, agent of the In- 
surance Co. of North America at 
Hastings-on-the-Hudson, N. Y., has been 
presented with a gold medal in recogni- 
tion of his having represented the com- 
pany continuously since April 6, 1903. 
The presentation was made by Special 
Agent Frank J. Steier. 

* *k * 

Sir Edgar Horne of the Prudential of 
London has stirred up a newspaper con- 
troversy there by writing a critical ar 
ticle in the London Daily Telegraph, 
bearing the caption “Wake Up the City. 
Among those who replied to him was 
Sir Phene Neal, former Lord Mayor 0! 
London. “a 





LiW\iis 


a ss rrr 








of 
yew 

or 
The 
ited 
ASS., 
ring 
eV - 
who 
een 
two 
0k- 
de- 
also 
an- 
de- 
nith 
y of 
nost 


r of 
ing- 
sur- 
‘lub. 
Six- 
ntry 









July 8, 1932 














a, 

> QE 
a ( Call 
ZW SNS) 


ERS 


Wh 


\\ 


Franklin D. Roosevelt, Former 
Insurance Man 


Among those who shed no tears at the 
nomination of Franklin D. Roosevelt for 
President at the Democratic National 
Convention in Chicago last week was 
John A. Griffin, vice-president and New 
York manager of the Fidelity & Deposit, 
who for some years has been a close 
business associate of the nominee. 

Franklin D. Roosevelt was elected 
vice-president of the Fidelity & Deposit 
Co., when the New York offices of the 
company were at 120 Broadway. Mr. 
Roosevelt was stricken with infantile 
paralysis in August, 1921, and for a time 
his recovery was despaired of. He was 
able three years later, however, to nomi- 
nate Alfred E. Smith for President at 
the stormy Madison Square Garden con- 
vention. ; 

At the start Mr. Roosevelt’s activities 
with the Fidelity & Deposit were more 
or less nominal, but then he became 
more active. He liked the work and the 
associations. Several years ago he an- 
nounced he would make a visit to a num- 
ber of agencies of the Fidelity & -De- 
posit. One place he visited was Chi- 
cago where he was entertained by and 
made a speech to Fidelity & Deposit 
men. He also visited several of the im- 
portant agencies in the South. 

At the Fidelity & Deposit’s offices, 55 
Liberty Street, New York City, Mr. 
Roosevelt occupied a large room until 
he was elected Governor of New York, 
at which time he was given a leave of ab- 
sence by the company. In this room 
Mr. Roosevelt ate lunch every day, the 
food being brought over from the Sava- 
rin, and his luncheon companions in- 
cluded many of the most important men 
in New York. In discussing the per- 
sonalities who had lunch with Mr. Roose- 
velt, John A. Griffin recalled this week, 
among others: Bishop Manning, Owen 
1). Young, James H. Perkins, George A. 
Olvaney, John H. McCooey, Herbert 
Satterlee and E. R. Stetinius. 

Nearly every day the principal political 
eporters of New York called upon Mr. 
Roosevelt, also many of the news cam- 
era men of the city. All the reporters 
and camera men called him Frank and 
he addressed them by their first names. 
Upon occasions Fidelity & Deposit con- 
ferences were held at the library in Mr. 
Roosevelt’s town house. 


Oo oe * 
Talk of Van Schaick For New 
Honors 


George S. Van Schaick, Superintend- 
ent of Insurance of this state, who was 
a delegate to the National Democratic 
Convention, returned on Tuesday of this 
week to his desk at the New York In- 
surance Department. It is generally 
thought that Lieutenant Governor Leh- 
man will be nominated for Governor by 
the Democrats, and it would not surprise 
me if Mr. Van Schaick were nominated 
for Lieutenant Governor. His home is 
in Rochester. 

_James J. Hoey of Hoey & Ellison, who 
was also a delegate to the national Dem- 














ocratic Convention, will be back in New 
York the middle of this month. John F. 
Curry, Tammany chieftain, who of course 
also attended the convention, is an in- 
surance broker in this city. 
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A Fire Insurance Trend 

A noticeable trend in the fire insurance 
business—the number of important as- 
sured going back to stock companies for 
protection—is not being given ballyhoo 
by the stock companies, nor will there 
be such ballyhoo. 

Naturally, there are weak spots in the 
non-stock companies’ armor, if they are 
hunted diligently enough. Occasionally, 
there is publicity given to the fact that 
a line, such as the International Paper, 
is now written by stock companies and 
the insurance papers have printed about 
some other lines which have switched, 
but the chief executives in the business 
are not advertising the fact nor making 
any trumpet blowing. It is thought most 
inadvisable for the different divisions of 
insurance to air each other’s weaknesses 
at this time. The stocx companies are 
having troubles, just as everybody is, 
but they have trimmed sails and one 
thing about which they are grateful is 
the manner in which they have weath- 
ered the storm. There have been mer- 
gers and capital reductions, but no fire 
company of standing in the business has 
failed. 

One of the reasons why some insurers 
are going back to the stock companies 
is that these insurers think they can use 
the deposits they have given to compa- 
nies furnishing “insurance at cost.” They 
may need for other purposes the balance 
they would have between the size of the 
deposit and amount of the initial premium 
they would be obliged to pay for the 
stock company insurance. It is illustrat- 
ed in the case of a property paying a 
sixty cent annual rate where if the value 
of the property is $10,000,000 the deposit 
with the mutual might be $60,000. 

In Best’s Insurance Reports the gross 
deposit premium phase of Associated 
Factory Mutual Fire Insurance Compa- 
nies is described as follows: 

“Policies are written for a gross pre- 
mium deposit and at the close of the 
period for which they are issued the un- 
absorbed portion which represents the 
savings to the members after losses, 
either credited to the renewal deposit 
or returned to the policyholders.” 

In the Associated Factory Mutual Fire 
{nsurance Companies are nearly thirty 
companies. For some years they insured 
almost exclusively properties constructed 
and equipped with automatic sprinklers, 
the number of those properties being be- 
tween 7,000 and 8,000; and representing 
ten billions at risk. Because of compe- 
tition the bars have been let down some- 
what. There is considerable liberaliza- 
tion relative to the kind of business now 
being taken. The oldest of the compa- 
nies are the Manufacturers Mutual of 
Providence, founded in 1835; and the 
Fireman’s Mutual of Providence, found- 
ed in 1848. The biggest in cash assets 
is the Boston Manufacturers Mutual of 
Boston, which had assets at the end of 
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1931 of $8,685,107. Some of the New 
England Mutuals have large surpluses. 
Only two of them have surpluses of less 
than $200,000. 

Just as the security holdings of stocks 
and mutuals are being closely scrutinized 
so are those of the reciprocals as it is 
not thought that they would have any 
better investment luck than other divi- 
sions of the business. One reason the 
reciprocals have been losing lines is that 
the dividends recently have not been so 
large in some cases as the insured 
thought he would get. In recent years 
several of the exchanges have added the 
perilous workmen’s compensation line to 
their writings. 

«+ « 


L. H. Parker Intermediary 


Louis H. Parker, 80 John Street, New 
York, was the intermediary in the rein- 
surance of the fire business of the Uni- 
versal by the American of Newark. 

oO ee 


Lloyd’s Name of Britain’s Newest 
Lifeboat 


On July 25 the inaugural ceremony of 
a new motor lifeboat, to be named 
Lloyd’s, will take place at Cowes. This 
boat, one of the most powerful type in 
the fleet of the Royal National Lifeboat 
Institution, will be formally presented to 
the institution by Sir Percy MacKinnon, 
chairman of Lloyd’s. The boat is to bear 
the name of Lloyd’s to commemorate the 
fact that from the earliest days of the 
institution Lloyd’s has been one of its 
most generous supporters. She has a 
line-throwing gun and an electric search- 
light, and is lighted throughout with 
electricity and fitted with an oil-spray 
in the bows for spraying oil on the waves 
to make smooth the water round the 
wreck. After the naming ceremony the 
boat will go to her station at Barra 
Island in the Outer Hebrides, the new- 
est lifeboat station on the British Coast. 

‘7+ * 


Quiet Efficiency at a Theater Fire 


One Saturday night a number of years 
ago when the usual pinochle game was 
in progress at the Newark Salvage Corps 
the telephone rang suddenly and was an- 
swered by Superintendent Martin who 
was nearest to it. The Newark Theater 
was on fire! He pushed the button to 
release the horses, then called Engine 
No. 1 to relay the message. He added 
these instructions: 

“It’s under the stage. Go to side, muf- 
fle your bell and handle the fire. We 
will guard the exits and handle the audi- 
ence.” 

By this time the Salvage Corps was 
starting, a fire insurance man who was 
there at the time told me recently, and 
Supt. Martin jumped on the back step 









of the moving wagon. En route he gave 
short quick directions to each man. “I'll 
take the front,” he said. If there is any 
excitement and the exit doors are opened 
shout ‘Sit down!’ Say it loud and gruff. 
Tell ’em to sit down and don’t say 
please.” 

As the Salvage Corps arrived at the 
theater the fire engines did likewise and 
the men jumped quickly to their places. 
The fire was extinguished without trou- 
ble and the Salvage Corps and fire de- 
partment apparatus left without the au- 
dience ever knowing that there had been 
a fire. 

* * &* 


A Clever Claim Manager 


A burglary claim was made on a pais- 
ley shawl. The owner stated she did 
not know its original cost as it was an 
heirloom. Her grandmother had two 
shawls, exact duplicates, and had given 
one to her sister and she had the other. 
She made a claim of $1,100. 

The claim manager obtained permis- 
sion to examine the other shawl for the 
purpose of having the value appraised 
and negotiated its purchase at $250. He 
then replaced the one stolen as permitted 
by the policy conditions. 


Everybody Satisfied 

Recently the Texas Association of In- 
surance Agents held a convention in Am- 
arillo, Tex. Among the many resolutions 
passed was this one: 

“Whereas, the Thirty-fifth Annual 
Convention of the Texas Association of 
Insurance Agents is now coming to a 
close; and 

“Whereas, in our judgment it has been 
one of the most constructive and enter- 
taining conventions ever held by this 
Association; and 

“Whereas, the local agents of Amarilto, 
the Insurance Press, the Amarillo Daily 
Press, the entire insurance fraternity of 
Amarillo, Chamber of Commerce, and es- 
pecially the ladies of this fair city and 
citizens in general have been solicitous 
for our welfare and pleasure; therefore, 
be it 

“Resolved, that we express our sincere 
appreciation for all these efforts in our 
behalf.” 

. Ae 
Declined by Swiss Companies 

The Russian Government insurance in- 
stitute, the “Gosstrach,” is said to have 
offered a share of its reinsurance to 
Swiss companies. The Swiss companies 
have declined the offer. 

.- = 


Full Capital Payments 

It is stated that a new insurance law 

is being prepared by Finland, under the 

provisions of which all companies will be 
asked to pay up their capital in full. 
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FIRE INSURANCE 





Rate Increases in 
N. Y. State Are Not 
Likely For Awhile 


NO GENERAL MOVE BEING MADE 





Underwriters Giving Attention to Un- 
occupancy and Cigarette Losses; May 
Take Action on These 





Although there has been considerable 
discussion among insurance men and im 
the trade press with respect to the need 
for increased fire insurance rates to off- 
set declining premium income, higher ex- 
and loss ratios and absence of in- 


pense 
vestment profits no definite steps have 
been taken as far as concerns the New 


York State Fire Insurance Rating Or- 
ganization. It is not considered probable 
that any widespread increases in, the gen- 
eral rate schedules will be made in this 
state in the near future but fire under- 
writers are seriously studying the ques- 
tions of securing added revenue for long 
period vacancy permits and of curtailing 
payments on those small, although fre- 
quent, losses commonly known as ciga- 
rete claims but embracing all sorts of 
claims arising from smoking. 

The New York standard fire policy con- 
tains this clause with respect to vacan- 
cies: “Unless otherwise provided by 
agreement in writing added hereto this 
company shall not be liable for loss or 
damage occurring ({) while a described 
building, whether intended for occupancy 
by owner or tenant, is vacant or unoccu- 
pied beyond a period of ten days.” How- 
ever, nearly all policies contain permits in 
writing granting extensions of the vacan- 
cy period or else the average family, as 
far as residences are concerned, coul d not 
leave even for the customary two-week 
summer vacation without endangering its 
fire insurance. 

Ju_aps in Loss Ratios 

Real trouble has arisen because in too 
many cases extensions of the vacancy per- 
mit are interpreted by assureds to mean 
anything from eleven days’ unoccupancy 
to practically permanent vacancy. In these 
days of widespread unemployment and 
curtailment of industrial work the num- 
ber of vacant residential and mercantile 
properties has increased tremendously. 
Two and three families are living in 
houses.where one lived before. Small and 
large factories have been shut down for 
lack of markets. These conditions have 
not only led to insured vacant properties 
but also to a very evident increase in the 
mre loss ratio. The moral hazard element 
plus that of lack of care and upkeep have 
served to render a large majority of these 
unoccupied risks bad at present rates. 

It has been suggested in New York and 
other parts of the country that fire insur- 
ance companies be permitted to charge 
additional premiums for periods of un- 
occupancy beyond a minimum period, the 
surcharges to be based upon a definite 
schedule of weeks and months. Thus the 
assured who left his property vacant for 
three months would pay more than the 
ordinary policyholder but less than the 
individual who should have a six months’ 


or longer unoccupancy period. Requests 
for such additional premiums to offset 
added risks appear justified, Whether 


they will actually be put into force here 
depends first upon agreement among the 
fire underwriters themselves and second 
upon approval by the State Insurance De- 
partment of any such application. 
Informal discussions on the problem of 
cutting down cigarette claim payments are 
still being carried on. This question has 
been agitated for more than a year but 
nothing definite has been proposed which 
has so far met widespread approval. Most 
company men agree that the payment of 
these smoking claims constitute a vital 
factor in injuring prospects for under- 
writing profits but they are not altogether 


in accord as to the remedies to be ap- 
plied. Some have suggested that such 


claims, especially if they are scortch 
claims only and do not result in any real 
fire damage, not be paid at all. Other 
leaders in the fire field would set a mini- 
mum amount of physical damage as the 
measure to determine whether such a 
loss should be paid. 


Agreements Are Likely 


It would not be at all surprising if 
agreements on the unoccupancy and ciga- 
rette loss problems were arrived at before 
the end of 1932 for the reason that fire 
companies cannot indefinitely continue 
paying these losses without deriving some 
sort of income from the public to com- 
pensate for the extra hazards involved. 
ivcither of these additional risks was con- 
templated when the present fire rate 
schedules were adopted but have crept in 
by reasons of competition and lack of 
accurate knowledge as to their costliness. 

Some fire insurance men profess to be- 
lieve that discontinuance of granting a 
half year’s insurance free under three year 
term policies would augment premium in- 
come to that extent. They say that fire 
insurance rates are today as low as they 
can be consistently upon the annual basis 
and to hack additonal bits away by use 
of the term policies only serves to make 
underwriting profits still more difficult. 

On the other hand, many company 
executives and underwriters contend that 
granting some concessions to assureds for 
the purchase of long term policies is ab- 
solutely essential. ‘lhe policyholder who 
puts down a three year premium at the 
outset of a term policy voluntarily fore- 
goes interest or capital returns upon his 
money for the period beyond the first 
year of his insurance and naturally de- 
mands something in return. If that were 
refused fire insurance would quickly re- 
vert to a one year policy business with all 
the attendant troubles of writing renewals, 
placing small residential policies annually 
and stirring up the antagonism of local 
agents. 

The production forces of the country 
would certainly rise up in all their wrath 
at the prospect of being compelled to re- 
sell all their fire business each year in 
the face of the competitive conditions of 
the present. While many large risks are 
subject to disturbance from competitors 
even before renewals come up, the ma- 
jority of assureds do not switch accounts 
except upon the expiration of existing in- 
surance. For that reason the three and 
five year term policies are a distinct ad- 

vantage, even admitting the argument that 
w hen such a long term contract is issued 
insurers are often unable to foresee situa- 
tions which may arise during the term of 
the policy to change basic conditions in a 
manner unfavorable to the insurance com- 
panies. 





G. E. MORGAN MOVES 
_The general insurance agency of 
George E. Morgan, Buffalo, has been 
moved to 17 Court Street in that city. 





115 Broad Street 





FIREMAN’S FUND WITH A.A.U. 





To Write Aviation Insurance Through 
Well-Known Underwriting Office 
in New York City 

The Fireman’s Fund and the Fireman’s 
Fund Indemnity have joined the Asso- 
ciated Aviation Underwriters for the 
purpose of underwriting aviation risks 
and will be affiliated for this purpose 
with the group of companies under the 
management of Chubb & Son. There are 
now twenty companies whose aviation 
business is under the management of 
the Associated Aviation Underwriters, 
which in turn is jointly owned by Chubb 
& Son and the Marine Office of Amer- 
ica. The following are the companies: 

Through Chubb & Son: Federal, Mer- 
chants Fire Assurance, Fireman’s Fund, 
Alliance Assurance, London Assurance, 
Marine of England, Sea of England, 
United States Guarantee Co., Fireman’s 
Fund Indemnity and the Merchants In- 
demnity. Those which are entered 
through the Marine Office of America 
also number ten and include the follow- 
ing: American of Newark, American 
Eagle, Continental, Fidelity - Phenix, 
Firemen’s of Newark, Glens Falls, Han- 
over, Springfield Fire & Marine, Fidel- 
ity & Casualty and the Glens Falls In- 
demnity. 

The Associated Aviation Underwriters 
has been in operation since March, 1929. 
The manager is Daniel DeR. M. Scar- 
ritt, who formerly had been aviation un- 
derwriter for the Independence compa- 
nies of Philadelphia. Mr. Scarritt was 
at one time chief of the regulations di- 
vision, aeronautics branch, of the United 
States Department of Commerce. He 
succeeded Alvin W. Smith, a year ago 
as head underwriter for the Associated 
Aviation Underwriters. 





RANDALL BACK FROM TRIP 


Edward Randall, general auditor of the 
Fireman’s Fund companies, has returned 
to San Francisco from a business trip 
to the Atlantic Coast. While in the East 
Mr. Randall visited company depart- 
mental offices in Chicago, New York and 
Boston. 


STANDARD 


INSURANCE COMPANY 


of NEW YORK 


Head Office: 


J. A. Kesey, President 


80 John Street, New York 
G. Z. Day, Vice-President 


C. L. Henry, Secretary 


Statement March 31, 1932 


CAPITAL ° ° ° 
PREMIUM RESERVE ° 
OTHER LIABILITIES ° 
NET SURPLUS ° : 
TOTAL ASSETS ° ° 


+ $1,000,000.00 

1,191,087.03 
: 187,800.00 
-  1,105,835.88 
3,484,722.91 


Securities are Valued at Market March 31, 1932 





REINSURANCE 


FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 
of America 


THE FIRE REASSURANCE COMPANY 
of New York 


METROPOLITAN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 



















Hartford, Conn. 











ARTHUR E. LINNELL RETIRES 





Deputy Commissioner of Massachusetts 
Department on Inactive List After 
Forty Years’ Service 


Arthur E. Linnell, first deputy of = 
Massachusetts Insurance Department, i 
retiring from active service next 2 
day, July 11, after forty years with the 
Department. For the last fourteen 
years he has served in the position of 
deputy commissioner. As a member of 
the committee on blanks of the Na- 
tional Convention of Insurance Commis- 
sioners it is said that he has not missed 
a meeting of the committee since he 
became a member fourteen years ago. 
Mr. Linnell will be deeply missed by his 
fellow commissioners with whom he has 
made many firm and lasting friendships. 

Although required by the Massachu- 
setts laws to retire at the age of 70 
years, Mr. Linnell is still an active man 
physically and mentally. Besides a 
brother age 83 and a sister at 80 still liv- 
ing, he has three great-grandchildren 
among his numerous relatives. With the 
Massachusetts Department Mr. Linnell 
advanced from third to first clerk and 
then to examiner. He became chief ex- 
aminer in 1915. 





WATER CONCERN NOT LIABLE 





Held Not Responsible for Fire Loss of 
Individual Because of Insufficient 
Water Supply 

Suit was brought last week unsuccess- 
fully against the Hackensack (N. J.) 
Water Co. to recover $300,000 for the 
loss of buildings in Secaucus which were 
destroyed by fire communicated from ad- 
joining premises in July, 1930. The plain- 
tiffs claimed that their loss was due to 
the failure of the company to supply 
through its system a sufficient quantity 
of water under adequate pressure as re- 
quired by its agreement with the town 
for such service. 

That the company was under no con- 
tractual duty to the plaintiffs to supply 
water for putting out fires was the con- 
clusion of Judge Ackerson of the New 
York Circuit Court. As inhabitants of 
the town the plaintiffs claimed they were 
entitled to the benefit of the contract 
made by the municipality with the water 
company. This theory is without merit 
the court held and pointed out that it 
had been definitely settled i in New Jersey 
that a water company “which has a con- 
tract with a municipality for a supply 
of water for firefighting purposes is not 
liable upon such contract to an inhabit- 
ant of a municipality for loss which he 
has sustained through the failure to sup- 
ply sufficient water to extinguish a fire 
in a building owned by such inhabitar*’ 





DR. UTECH TO RETIRE 

The General Manager of the important 
“Victoria” Group in Berlin, Dr. Utech, 
will retire. He has been with the Vic 
toria for 40 years. His successor will be 
Dr. Herzfelder, now general manager 0 
the “Hermes.” The Victoria and Munich 
Re-Insurance Co. are closely related. 
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New England Agents 
In Summer Convention 


AUTOMOBILE SAFETY STRESSED 


Meeting at Mt. Washington Hotel, 
Bretton Woods, N. H., Hears Well- 


Known Insurance Men 


Bretton Woods, N. H., July 6—Imme- 
diate enlistment of insurance companies 
and agents in a nationwide campaign to 
cut down highway accidents and the tre- 
mendous toll of lives, limbs and property 
values, and the constantly increasing 
trend upward in automobile insurance 
premiums, was urged upon the delegates 
at the first business session of the elev- 
enth annual mid-summer convention of 
the New England Associations of Insur- 
ance Agents which was formally opened 
here at the Mt. Washington Hotel this 
morning. Nationally known highway 
trafic experts and accident prevention 
authorities pointed out to the insurance 
men that traffic accidents have become 
one of the major problems of the day 
with annual fatalities or over 33,000 a 
year and more than a million serious 
injuries. They said the insurance men 
of the country constituted a group of 
men who were best equipped to stage a 
campaign of accident prevention that 
would place squarely before the Ameri- 
can people the facts and figures to awak- 
en a public sentiment that would no 
longer tolerate a drain on the country 
that is costing practically as much as is 
being paid for public education. 

John F. Griffin, motor vehicle commis- 
sioner of New Hampshire, opened the 
discussion and said that the insurance 
men were in a better position than any 
other group to promote protection on 
the highways as they were in daily con- 
tact with the public and could work to 
secure the co-operation of the driving 
public without which no safety campaign 
could be a success. He said that in New 
Hampshire for the first six months this 
year there had been thirty-four fatal ac- 
cidents, the majority of which were due 
to carelessness alone. The summer 
touring season is just opening he said 
and unless great caution is taken the 
record for the year is likely to be ex- 
tremely bad. 

Thomas C. Cheney Presides 

Thomas C. Cheney of Morrisville, Vt., 
chairman of this year’s convention, pre- 
sided and submitted his annual report in 
which he urged that a strenuous cam- 
paign be inaugurated to increase the 
membership in the New England Asso- 
clations to make up for the losses of the 
past year. Warren S. Shaw of Brockton, 
Mass. made his report as secretary- 
treasurer and reviewed the early days of 
the association. The delegates were wel- 
comed by A. B. Gile of Hanover, N. H., 
president of the New Hampshire Asso- 
ciation. William B. Calhoun, of Milwau- 
kee, Wis., president of the National As- 
sociation, made his first appearance be- 
tore a New England audience and was 
given a rousing reception. He said that 
the New England contingent was looked 
upon as one of the most loyal and de- 
pendable groups in the national organi- 
zation, 

There was a discussion of the service 
rendered by the New England Advisory 
Board led by Charles W. Varney of 
Rochester, N. H., who said that its work 
has been responsible for generally im- 
Proving the conditions under which the 
New England agents operated. Other 
speakers were Warren S. Shaw of Brock- 
ton, Mass., and Ralph S. Sweetland of 
Boston, secretary of the New England 
Insurance Exchange. Mr. Sweetland 
a that conferences between the execu- 
ve committee of the Exchange and the 
ee Board during the past year had 
pao ee. be. oe out many differences 
me g e members to make more 

quent use of such conferences when 
wins "ae Bee A were at issue. De- 
and the ioe - 3 weather conditions 
meget fee e golf links there was 
stig. hin aaa vos at the business ses- 
bedlaeae ee oth. ention was given the 


Fleming Deplores 
Huge Fire Waste 


AN OBSTACLE TO PROSPERITY 


National Board Conservation Head Asks 
Local Agents to Use Full Influence 
to Lower Fire Losses 


Local agents were urged to use the full 
weight of their influence to reduce pre- 
ventable fire waste in their respective 
communities by T. Alfred Fleming, head 
of the conservation department of the 
National Board of Fire Underwriters, 
when speaking this week before the con- 
vention of the New England Associations 
of Insurance Agents at the Mount Wash- 
ington Hotel at Bretton Woods, N. H. 
Mr. Fleming called attention to the fact 
that the annual fire loss in this country 
of $500,000,000 was equal to the assets of 
the new National Credit Institution which 
is trying to aid banking institutions. 

Moreover the whole controversy over 
the payment of allied war debts to. the 
United States Government is based upon 
an amount around 50% of each year’s 
fire waste. Continuing Mr. Fleming said: 

We have heard much of the mora- 
torium of inter-allied debts. The finan- 
cial interest of the United States affect- 
ed by this moratorium is greater than 
any other nation and yet in principal 
and interest the suspension of payments 
to the United States in this year is less 
than one-half of the amount of our fire 
losses. 

By aggregating proposed cuts in the 
various departments the government is 
trying to reduce the 1932 budget by 
$400,000,000 and has awakened vigorous 
controversy thereby. This is viewed as 
a tremendous figure, yet it is less than 
ten months’ fire bill. 

No Salvage in National Ash Heap 

In the light of such comparisons is 
there room for argument that preventa- 
ble fire is a significant factor in our eco- 
nomic situation? ‘There is no salvage in 
the national ash heap. The question now 
is what are we going to do about it? It 
is the solemn duty of every person to 
realize, resolve and resist that he may 
safeguard his property and his habits. 

The place ot insurance in financial af- 
fairs is recognized everywhere as of par- 
amount importance. It is the back- 
ground and support of our present sys- 
tem of credit. If credit should fail there 
is national disaster. In the determination 
of credit, insurance is the only element 
which goes through fire or contlagration 
and remains to bring about a speedy re- 
covery of business activity. You under- 
write practically every transaction of the 
nation’s business. It does not require a 
wide scope of imagination to compre- 
hend the importance of such a vital part 
in economic recovery. 

Stock fire insurance companies in 1930 
supplied credit protection from fire, tor- 
nado, windstorm and other tragedies in 
an amount equal to two-thirds of the to- 
tal valuation of the nation. Obviously 
the agent’s responsibility as the direct 
representative of the underwriting com- 
panies is very great. Comprehensive 
study not only of your client’s needs for 
satisfactory insurance coverage but also 
of what he requires, to assure more ade- 
quate protection of his business, is of 
paramount importance. Too long have 
we been satisfied with the issuance of 
policies and collection of premiums while 
the business required more of the ele- 
ments of real service. The question is 
not how much insurance you can write 
but how well you can write it. An edu- 
cated, adequately protected, satisfied 
client is an agent’s best advertisement. 

Problem For Local Agent 

The insurance agent must also consid- 
er carefully any condition leading to un- 
employment. In an address at the Sep- 
tember meeting of the National Fire 
Waste Council in Washington one of the 
speakers gave competent authority for 
the statement that of every hundred in- 
dustrial buildings burned in the last five 
years forty-three never rebuilt. Employ- 
ment itself is destroyed as well as the 


S. E. Parker Re-Elected 
Head of N. J. Society 


OTHER OFFICERS RE-ELECTED 
Board of Gevemare: Besties to Suspend 
Collection of Dues for the 
Ensuing Year 


For the fifth consecutive term, Stephen 
E. Parker, superintendent of the im- 
proved risk department of the American 
of Newark, has been re-elected president 
of the New Jersey Society of Insurance. 
Other officers re-elected are as follows: 
A. R. Lawrence, chairman and manager 
of the New Jersey Compensation Rating 
& Inspection Bureau, first vice-presi- 
dent; Leon A. Watson, rating expert of 
the Schedule Rating Office of New Jer- 
sey, second vice-president; J. E. T. Mc- 
Clellen, superintendent of the rating and 
inspection department of the Schedule 
Rating Office of New Jersey, secretary 
and treasurer. 

In addition to the officers the board 
of governors is made up as_ follows: 
Laurence E. Falls, vice-president of the 
American of Newark; Archibalt Kemp, 
vice-president of the Firemen’s of New- 
ark; Le Roy C. Wilsey, head of the per- 
sonnel department of the Globe Indem- 
nity; T. C. Moffatt, head of T. C. Moffatt 
& Co., general insurance agents of New- 
ark, and Frank W. Franzen, manager of 
the New York office of the Commercial 
Casualty. 

It has been decided by the board of 
governors that the society will suspend 
the collection of dues of members for 
the ensuing year, except if in the opin- 
ion of the board a part of the dues should 
be collected to meet current expenses. 

It has also been decided by the so- 
ciety that a certificate will be given to 
all students who have completed their 
courses at either of the two institutions 
where the society has held its courses. 





premises. Millions of willing workers 
search vainly for employment, and yet 
their ranks are constantly increased 
from burning factories and stores. 

Even in the case of firms resuming op- 
eration there is always a considerable 
delay during which many employes find 
themselves faced with suspended income 
for a period of months, possibly years. 
The greater number of these fires are 
unnecessary and could have been pre- 
vented by well-known elements of fire 
safety. In many instances the effective 
use of firewalls, protected exposure open- 
ings, enclosing vertical hazards, the use 
of standpipes, extinguishers and sprin- 
klers are either avoided or evaded. 

Practically one-half of the value of the 
construction of buildings in the United 
States during any given year is destroyed 
by fire, and this, too, with appalling loss 


‘of life and injury to our people. No 


other country could have withstood the 
drain upon her resources and America 
cannot much longer sustain it. Under 
present economic conditions unnecessary 
waste is inexcusable. From now on we 
must conserve as we create. 


Mercantile and Dwelling Fires 

Two very important features stand out 
prominently in an analysis of fire losses. 
First, the prevalence of fires in mercan- 
tile and manufacturing buildings, with 
loss of $10,000 and over, and, second, the 
startling increase in dwelling house 
losses. Fires of $10,000 loss are about 
one per cent. of the total and yet they 
account for nearly 60% of the loss sus- 
tained. Since 1924 there has been 50% 
annual increase in the amount of loss in 
residential property. 

To account for these startling figures 
we have but to examine the reports. We 
find poor and unsupervised construction 
of buildings, failure to protect vertical 
openings, lack of fire-stopping, unsatis- 
factory protection of exposed areas, lack 
of sprinkler or extinguishing agencies, 
and a flagrant disregard of necessary 
watchman, supervisory or fire alarm 
service. The prevalence of fire increased 
thirty-five per cent. during the night, or 
unoccupied period. Many firms have 


Entertainment Plans 
Of Agents’ Convention 


AUTO TRIPS BEING ARRANGED 


Further Data on “Miss Insurance” Con- 
test Furnished to Local Agents; 
Deadline August 8 

Plans for the entertainment features 
and the “Miss Insurance” contest of the 
annual convention of the National As- 
sociation of Insurance Agents in Phila- 
delphia this September are progressing 
with rapidity. The entertainment com- 
mittee has arranged an automobile party 
for the women, the trip including such 
historical spots around Philadelphia as 
Valley Forge and the Bryn Athyn Cathe- 
dral and ending with a dinner at the 
Huntingdon Valley Country Club. There 
will also be shopping trips and a din- 
ner-dance at the Downtown Club. The 
committee is making efforts to secure 
special club rates for week-ends from 
Atlantic City hotels and also exnects a 
special rates on tickets to the Theatre 
Guild’s production of “The Good Earth,” 
starring Madame Nazimova, which will 
be playing in Philadelphia at that time. 

The “Miss Insurance” contest is meet- 
ing with fine response. The committee 
asks that where possible the entrants 
represent local boards but in districts 
where none exist individual agencies may 
be represented. The deadline for receiv- 
ing photographs is August 8. Only em- 
ployes of members of the National As- 
sociation are eligible. Any employe of a 
non-member agency which joins the Na- 
tional Association before August 1 will 
be eligible. 

In addition to a photograph a general 
description of each girl is requested, giv- 
ing color of hair, height, name, home 
town and state. All this information 
is to be written on the back of the 
photograph. Applicants should not be 
photographed in bathing suits In addi- 
tion to good looks, an important part 
of the winner’s qualifications will be that 
she be gracious and tactful as the young 
lady selected will be the official hostess 
of the national convention. Local agents 
are urged to tell their home newspapers 
about this contest and to get some local 
publicity thereby even though their en- 
trants may or may noi be the winner 
at Philadelphia. The entertainment com- 
mittee will pay the expenses of “Miss 
Insurance” and her chaperon and _ the 
former will be presented with an en- 
graved wrist watch. 





been applying economies at the wrong 
end, dispensing with watchman and su- 
pervisory service. As a result the fire 
is not discovered until it reaches con- 
flagration proportions and is spread 
through the structure’s unprotected stair- 
ways, elevator shafts and open areas. 

Three conditions of construction in 
dwellings contribute largely to residen- 
tial losses—failure to properly fire-stop 
all walls and partitions, improperly built 
chimneys and combustible roofs. 

Insurance men, having the knowledge 
of fire causes, have the point of contact 
with the public and are able to meet tke 
problem of economic fire waste both in- 
telligently and constructively. As a 
counsellor of insurance this contribution 
to individual and community is both an 
opportunity and an obligation. The in- 
terest of each insurance board in the 
organization and work of fire prevention 
committees, development of fire depart- 
ment efficiency, codes to standardize 
building construction and control of in- 
herent hazards is a community invest- 
ment. 





LOWE GOES TO BOSTON 


The Glens Falls and Commerce insur- 
ance companies have appointed Arthur 
I. Lowe as their special agent in eastern 
Massachusetts and Rhode Island. with 
headquarters at 89 Broad Street, Boston. 
Mr. Lowe has been with the companies 
for ten years as an underwriter and 
special agent. 
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Calhoun Asks Agents 
For More Local Boards 


BACKBONE OF AGENCY SYSTEM 





President of National Ass’n Speaks Be- 
fore New England Convention at 


Bretton Woods, N. H. 





Stressing the value of the National As- 
sociation of Insurance Agents as an aid 
to the local agency forces of this country 
William B. Calhoun of Milwaukee, presi- 
dent of the organization, asked strong 
support for local boards in speaking this 
week before the annual convention of 
the New England Associations of Local 





WILLIAM B. CALHOUN 
Agents at the Mount Washington Ho- 


tel, Bretton Woods, N. H. Mr. Calhoun 
placed before the assembled agents a 
picture of the National Association’s ef- 
forts during these times of stress. 


“It is so easy for those of us who have 
been active in National Association work 
to realize what our trade organization 
has accomplished, but do the rank and 
file of our members give sufficient 
thought to what their trade organization 
is doing for them and in return show a 
willingness to get behind the officers of 
their state association and assist them 
in carrying on the good work that is 
being done? I doubt if ever in the his- 
tory of our organization the need for 
willing and generous service on the part 
of our members was greater than at the 
present time,” Mr. Calhoun said. 

“There appears to be in the air, due 
to the trying period that we have just 
passed through, a thought that perhaps 
certain changes in our business will be 
necessary for the good of the order. One 
thought that I would have you bear in 
mind is that your executive officers re- 
alize their responsibility for the preser- 
vation of the American Agency System. 
Changes may come in our business, but 
as President Milligan of the Phoenix of 
Hartford group said so recently, the 
American Agency System has justified 
its existence in the past, and by the 
service we render the insuring public, 
we will justify our place in the struc- 
ture of insurance in the future. 


Commends the I. E. A. 


“I would be remiss if I did not com- 
mend the fire insurance companies for 
the organization of the Insurance Ex- 
ecutives Association and the selection of 
Paul L. Haid as its president. The Na- 
tional Association has for years preach- 
ed the gospel of conference and cooper- 
ation so we can look forward to our fu- 
ture relations with the Insurance Execu- 
tives Association with a feeling that 
every consideration will be given the or- 
ganized agents of this country by the 
new organization. 

“In speaking of conference and co- 


operation, I wonder if we give credit to 
Chairman Goodwin of our conference 
committees and the members of his com- 
mittees for the time and energy they 
have put in on our behalf During the 
past two weeks it was my pleasure to 
spend several days in Chicago with our 
casualty conference committee confer- 
ring with the Insurance Commissioners 
and the casualty companies on work- 
men’s compensation, and I know I ex- 
press the sentiment of our members that 
we Owe these gentlemen a debt of grati- 
tude for their work in looking after our 
interests. 

“If I have to be credited with having 
a hobby during the time it has been my 
pleasure to serve as an executive officer 
of the National Association, my hobby 
can be called local boards. Local boards 
that properly function are in my opinion 
the foundation stones for the preserva- 
tion of the American Agency System. 
There are so many reasons for a local 
board that it seems very unfortunate 
that every community in each state rep- 
resented at this meeting can not boast 
of a good local board. Won’t you please 
charge your local board committee with 
the responsibility of an active campaign 
to not only establish new local boards 
but instill new life in those already or- 
ganized but not functioning?” 





FEDERAL FIRE COUNCIL MEETS 





Burgess Again Heads Gov’t Agency; 
Consider Steps for Adequate 
Water Supply 


The director of the United States Gov- 
ernment Bureau of Standards, George K. 
3urgess, was re-elected chairman of the 
Federal Fire Council last week in Wash- 


ington. A. G. Thomas of the Bureau 
of Efficiency was re-elected vice-chair- 
man and S. H. Ingeberg, chief of the 
fire resistance section of the Bureau of 
Standards, will continue as secretary of 
the council. 

At the meeting June 30 it was revealed 
that the fire loss to property owned by 
the Federal Government during the pe- 
riod from January 1, 1932, to date has 
been approximately $500,000. Most of 
this loss was sustained in one fire, it was 
stated, at a veterans’ hospital in Ohio. 

It was decided to transmit copies of a 
report on water meters in lines serving 
Government properties in the District of 
Columbia to the head of each department 
and Independent Establishment with the 
recommendation that steps be taken to 
obtain adequate water supply for each 
Federal building. The report disclosed 
that in some instances the installation 
of small meters on large water mains has 
seriously reduced the water flow avail- 
able inside of buildings for fire protec- 
tion purposes. 

While it is not expected that appro- 
priations will be available for structural 
changes to decrease the fire hazard dur- 
ing the coming fiscal year, Mr. Thomas 
stated, every effort should be made to 
improve housekeeping conditions in or- 
der to minimize the possibility of fire. 





F D. Layton, President 





(Connecticut Standard) 


DEPRECIATION 
RESERVE FOR CONTINGENCIES 





N. Y. ASS’N COMMITTEES 





Agents’ Chairmen and Members Named 
for Coming Year; Committee Appoint- 
ed for Philadelphia Convention 


President Warren M. Gildersleeve of 
the New York State Association of Lo- 
cal Agents, Inc., has announced the mem- 
bership of the standing committees for 
1932-33. The chairmen of these commit- 
tees are as follows: conference with cas- 
ualty rating bureaus, Frederic G. Noxsel, 
Buffalo; civic organizations, John D. 
Henderson, Herkimer; farm underwrit- 
ing, Fred J. Marshall, East Aurora; fire 
prevention, Joseph Miller, Utica; street 
and highway safety, Thomas Sharp, 
Rochester; conference with fire rating 
organizations, William H. A. Munns, 
Syracuse; law and legislation, Theodore 
L. Rogers, Little Falls; membership and 
regional development, Albert V. V. Ball, 
Oneonta, and publicity and agency serv- 
ice, Roy Duffus, Rochester. 

A special committee called the Phila- 
delphia annual convention booster’s com- 
mittee has been appointed with Albert 
Dodge of Buffalo, chairman. Other 
members of this committee include the 
following: E. J. Dignum, Albany: Orson 
L’H. Britton, Binghamton; W. L. Pel- 
ton, Olean; J. B. Field, Auburn; Charles 
W. Jones, Jamestown; Thomas J. Maxcy, 
Elmira; . Brown, Cortland; E. I. 
Hatfield, Poughkeepsie; H. D. Ricé, Buf- 
falo; Ernest Townsend, “Leroy; John 
Henderson, Herkimer; A. T. Matthews, 
Watertown; Wellington Potter, Roches- 
ter; T. H. Darling, Rockville Centre; 
Richard Cary, Niagara Falls; J. H. Mil- 
ler, Utica; Warren E. Day, Syracuse; 
William M. Fink, Geneva; L. W. Pellett, 
Newburgh; J. B. Rogers, Warwick; J. B. 
Doyle, Oswego; W. B. Dickinson, Elm- 
hurst; J. A. VanWie, Troy; B. J. Car- 
penter, Gouverneur; J. J. McCarthy, 
Corning; A. C. Edwards, Sayville; D. N. 
Van Hoesen, Ithaca; C. W. Cool, Glens 
Falls; L. D. Spring, Arcade, and J. J. 
Butterly, Peekskill. - 





BECKINGHAM SUCCEEDS MILES 

W. A. Miles has retired as London 
manager of the Western Assurance of 
Toronto but will continue as a director 
of the London board. He is succeeded 
as London manager by Frank Becking- 
ham. 
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National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1932 


ADMITTED ABBETE occcciccccvccaccccasccccescovcacccscsese $47,599,452.91 
LIABILITIES 

COPE le BENE 0.060 0:60:68 4:0 600 06ss6sncecre cocccecececssoeses $ 5,000,000.00* 

RESERVE FOR UNEARNED PREMIUMS 19,391,157.51 

ioe Ba ee reer rere rrr re 2,387,698.10 

RESERVE FOR TAXES AND OTHER EXPENSES........... 1,106,745.94 

Piola Bas Biya eee er 250,000.00 


SPECIAL RESERVE FOR SECURITY DEPRECIATION 


S 
VOLUNTARY ADDITIONAL RESERVE FOR SECURITY 
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1,7 
NET SURPLUS (Based on December 31, 1931, Market Prices).. 10,354,303.40* 
*Surplus Available for Protection of Policyholders.............. $17,054,303.40 
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S. T. Maxwell, Vice-President 





2,204,119.75 


5,205,428.21 
00,000.00* 


$47,599,452.91 













PREMIUM FINANCING PROBLEM 





Some Objection Made to Finance Com- 
panies Trying to Cancel Without 
Regular 5 and 10 Day Notices 


Both fire and casualty insurance com- 
panies doing business in Kentucky are 
reported as finding objection to rider 
forms and programs of some of the pre- 
mium financing companies. In the case 
of riders of some of the finance compa- 
nies these provide for immediate cancel- 
lation for non-payment of monthly pre- 
mium payments by the assured, whereas 
the policy contract provides that the as- 
sured have five days’ notice, and in event 
of a mortgage clause, there is a legal 
requirement of ten days’ notice, which 
makes it physically impossible for the 
fire company to comply with the finance 
rider of this type, which is in reality a 
contract to waive all policy conditions as 
regards notice of cancellation. 

It is pointed out that the majority of 
finance companies until recently have de- 
manded a 30% down payment, but some 
of late have been willing to do business 
on 20% down, but with the evident in- 
tention of cancelling pro rata, instead of 
short rate. Companies are showing a 
disposition to refuse pro rata cancella- 
tion and demand short rate cancellation 
in finance company cases, contending 
that whereas they do favor agents in 
pro rata cancellations, they see no rea- 
son for so doing in the case of finance 
companies. 

It is charged that finance companies 
in accepting a 20% down payment, are 
figuring on pro rata, based on 8-1/3% 
for thirty days, whereas it would require 
additional time for cancellation, which 
would result in short rate cancellation 
on basis of 20% for first thirty days, plus 
percentage earned over that period of 
time, and which would result in the 
finance company being out the differ- 
ence. 





AGENTS HONOR GALLAGHER 

C. M. Gallagher, special agent of the 
Atlas and the Albany in eastern Penn- 
sylvania, who has been promoted to sec- 
retary of the companies at the home 
office in New York, was tendered a fare- 
well luncheon by agents of the compa- 
nies in the Philadelphia area last week 
at Dufours Restaurant in Philadelphia. 
Mr. Gallagher was presented with a suit 
able gift by his friends. 


HONOR W. M. GILDERSLEEVE 

Warren M. Gildersleeve of Central 
Valley, N. Y., newly elected president 
of the New York State Association of 
Local Agents, Inc., was recently guest 
of honor of the agents of Orange Coun- 
ty at the Orange County Country Club 
at Middletown, N. Y. 


SEEK ADMISSION TO W. U. A. 

Applications for admission to the 
Western Underwriters’ Association havé 
been filed by the Century of Scotland, 
Stuyvesant, American Home of New 
York, National Fire & Marine and the 
Hamilton Fire. 


88 PASS BROKERS’ EXAMS | 
Of 194 applicants for brokers’ licens¢ 
who took the examinations on June 
provided by the New York State Insur 
ance Department in accordance with thé 
requirements of the broker’s qualifica- 
tion laws, 106 failed and 88 passed. 
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“AMERICA ForE” 


AMERICA FORE 







































“AMERICA FORE!” 


In his book, THE GREAT ADVENTURE, Theodore Roosevelt said; 


“There is no limit to the future before America, before 
our beloved land. But we can realize it only if we are 
Americans, if we are Nationalists with all the fervor of 
our hearts and all the wisdom of our brains.” 











An inspiring thought to further strengthen our never faltering 
faith in American ideals and American institutions! 


You, as agents of the America Fore Group, represent one of 
the strongest groups of insurance companies of the nation. An 
organization whose beginnings are deep rooted in the soil of 
this country, whose operations intimately touch practically every 
city, town and village in the land. 


You are an agent of companies which have weathered con- 
flagrations, catastrophes, panics and depressions and emerged 
from all to stride forward to new heights. You area part of 
a business recently characterized by Dr. Julius Klein, Assistant 
Secretary of Commerce, as, “‘a factor in credit extension and 
stabilization of enterprise.’ 


By placing their insurance in the strong companies of the 
America Fore Group, you show your clients that you have their 
welfare uppermost in mind and are determined to give them 
unexcelled insurance protection. 


a 






Chairman of the Boards. 















THE CONTINENTAL INSURANCE COMPANY OF NEW YORK 
FIDELITY-PHENIX FIRE INSURANCE COMPANY OF NEW YORK 
NIAGARA FIRE INSURANCE COMPANY OF NEW YORK 
AMERICAN EAGLE FIRE INSURANCE COMPANY OF NEW YORK 
FIRST AMERICAN FIRE INSURANCE COMPANY OF NEW YORK 


MARYLAND INSURANCE COMPANY OF DELAWARE 


ERNEST STURM, Chairman of the Boards 
BERNARD M. CULVER, President 


THE FIDELITY AND CASUALTY COMPANY OF NEW YORK 
ERNEST STURM, Chairman of the Board 

WADE FETZER, Vice Chairman 

BERNARD M. CULVER, President 
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Death of W. D. Owens 
Is Mourned by Many 


POPULAR NEW YORK BROKER 
Head of Owens & Phillips a Former 


President of the Insurance Brokers’ 
Association of New York 


Members of the New York insurance 
fraternity were grieved to learn of the 
death of William Douglas Owens, presi- 
dent of the insurance brokerage firm of 
Owens & Phillips, 111 John Street, on 
Saturday night at the Park East Hospital 
of peritonitis following an operation for 
appendicitis on the previous Tuesday. He 





W. DOUGLAS OWENS 


was 43 years old. Mr. Owens was widely 
known and held in high regard by brok- 
ers, agents and company executives, Vig- 
orous and active in insurance organiza- 
tion work, he had made a name for him- 
self as a hard and capable worker. His 
sudden passing will be mourned by many 
who knew him here. Apparently he had 
been in good health until the severe at- 
tack of appendicitis came. ‘lhe operation 
came too late to save him, as peritonitis 
had set in. 

Mr. Owens was born in Brooklyn, the 
son of the late William W. Owens and 
Emma Owens. He studied at the Poly- 
technic Preparatory Country Day School 
in Brooklyn and the Mount Pleasant Mili- 
tary Academy at Ossining. He was grad- 
uated from Cornell University in 1911. 
Mr. Owens was a former president of 
the Insurance Brokers’ Association of 
New York, director of the Ross Corpora- 
tion and treasurer of the Fernald Manu- 
facturing Co. He was a member of the 
Sigma Nu Fraternity, Society of Sons of 
the American Revolution, the Engineers’ 
Club and was president of the Mahopac 
Golf Club, Mahopac, N. Y. He was also 
a captain in the 9th Coast Artillery, New 
York National Guard. 

Suurviving Mr. Owens are his mother; 
his widow, Mrs. Belle Burroughs Owens; 
a daughter, Winifred W., and two broth- 
ers, Malcolm W. and Stewart Owens. 





WALTER E. ATWATER DEAD 

Walter E. Atwater, state agent of the 
Caledonian in Wisconsin, died in Mil- 
waukee on Sunday after an illness of 
several months. He was born in Addi- 
son, N. Y., and went to Milwaukee in 
1902. He was one of the founders of 
the Blue Goose order in 1906 and was 
the first most loyal grand gander. He 
is survived by his widow and three 
daughters. 


A. R. STROUD VICE-PRESIDENT 

A. R. Stroud, assistant secretary of the 
Ben Franklin Fire of Louisville, Ky., has 
been promoted to the post of vice-presi- 
dent. He was formerly a field man for 
the American Central. 


“6 ANY of the stronger companies have already published interim financial 
statements with all securities listed at present market values so that their 
safety is beyond question no matter what decisions the commissioners 

may make with regard to the valuation of insurance company securities for the 
semi-annual financial statements of June 30th.” 


(“The Eastern Underwriter’) 





All securities in all our statements carried at market value. 








MERCANTILE | 


— 











AN 


Commonwealt 


INSURANCE COMPANY 


oF 
NEW YORK 


TH 
HOMELAND 
INSURANCE 


ae, 





a 


{ 











Civil Suit Won After 
Losing Arson Charge 


DEFENDANT COMPANIES UPHELD 





Assured Previously Had Been Twice 
Convicted of Arson But Ultimately 
Freed of Charge 





Another legal case has just been decid- 
ed in which fire insurance companies, as 
defendants, were successful in a suit 
brought against them by an assured who 
had previously been tried in the criminal 
courts for arson and ultimately acquitted, 
although twice convicted by a trial court. 
On June 29, in the New York State Su- 
preme Court ‘at Newburgh, the Scottish 
Union & National obtained a verdict in 
its favor before Justice Taylor and a jury 
in an action arising out of a fire which 
took place on April 12, 1928, in Walden, 
N. Y., at the premises of David H. Berg- 
man and Samuel Feldman. 

As the resuit of this fire, David H. 
Bergman was indicted by the Grand Jury 
of Orange County charged with arson in 
the second and third degrees. He was 
tried in the Supreme Court of Orange 
County and was convicted. He appealed 
to the Appellate Division and this result- 
ed in a reversal. He was again tried, 
again convicted and this time the Appel- 
late Division affirmed the conviction. On 
appeal to the Court of Appeals the con- 
viction was reversed and a new trial or- 
dered. Subsequently the indictment was 
dismissed on motion of the assured’s at- 
torney. 

Civil Action Brought to Trial 


Ultimately the civil action appeared for 
trial. This action was on the policy of 
the Scottish Union & National for $6,500. 
The assured filed a proof of loss claim- 
ing the sound value to be in the neighbor- 
hood of $15,000, and the insurance in the 
neighborhood of $11,500. This trial lasted 
from June 2 to June 29 inclusive and 
covered ten days of actual trial. 

Specific questions of fact were submit- 
ted to the jury for its determination, 
which involved the questions of incen- 
diary origin and fraud. On the morning 
of June 29, at 1 a. m., the jury filed into 
the court room and advised the court that 
they had agreed on a verdict, after they 
had deliberated for a period of about six 
hours. Upon the rendition of the answer 
of the jury on some of the specific ques- 
tions submitted to it, the court directed 
that it bring in a verdict for the defen- 
dant, which it did. 

The assured was represented by Henry 
Hirschberg, an attorney of Newburgh and 
son of the late presiding justice of the 
Appellate Division of the Supreme Court, 
Second Department. The defendant was 
represented by David A. Ticktin of the 
firm of Powers, Kaplan & Berger, attor- 
neys of New York City. 


BOSTON INS. CO. DIVIDEND 


At a regular meeting of the directors 
of the Boston held recently it was voted 
to declare a semi-annual dividend of 
a share, $4 a share payable July 1, to 
stockholders of record June 20, and 
a share payable October 1 to stockhold- 
ers of record September 20. The Boston 
has for years paid out in dividends only 
a moderate part of its income trom 
investments, carrying the balance plus 
all underwriting profits to surplus. The 
surplus is figured monthly on an actual 
market value basis and is in such an ex- 
cellent condition that the directors de- 
cided to vote the regular dividend. 


GETS WESTCHESTER FIRE 

The Herbert Powell Agency of 10 
East 43rd Street, New York City, has 
been appointed agent of the Delaware 
Underwriters of the Westchester Fire 
for automobile fire and theft lines. This 
company is a member of the Crum & 
Forster fleet. 


TO MEET IN BADEN-BADEN 
The annual meeting of the Internation- 
al Transport Insurers Union (Verban 
will take place in Baden-Baden, Souther™ 
Germany, from September 21st to 26th. 














Mer 


Newz 


(Inco 





NN 


| uly 8, 1932 


(fire 


~ite—> 
Nea POS IRAS 









THE EASTERN 
, 















AMERICAN EQUITABLE ASSURANCE 
CoMPANY OF NEW YorK 
Capital, $1,000,000.00 


GLoze & REPUBLIC INSURANCE COMPANY 
OF AMERICA 
Philadelphia, Pa. (Established 1862) 
Capital, $1,000,000.00 


IMporters & Exporters INSURANCE 
COMPANY OF NEw YorK 
Capital, $1,000,000.00 


KNICKERBOCKER INSURANCE COMPANY 
oF New York 
Capital, $1,000,000.00 


MERCHANTS AND MANUFACTURERS FIRE 

‘ INSURANCE CoMPANY 

Newark, N. A (Chartered 1849) 
Capital, $1,000,000.00 


New York Fire INSURANCE 
( CoMPANY 
Neorporated 1832) Capital, $1,000,000.00 
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92 William Street 








When VOLUME 


Takes care of itse 


S 


OME agents are satisfied when their volume increases or holds 
its own in times like the present. 


But others believe that this factor is secondary to adequate 
protection for their assured against all the risks or perils to which 
property is exposed. They feel that volume will then take care 
of itself. 


These agents are active salesmen of the inland marine lines, 
providing broad protection that in some cases was unobtainable 
not so many years ago. Premiums in this field are increasing, yet 
it still offers remarkable possibilities for development, not only 
when conditions improve, but right now. 


Just consider the premiums that lie in the annual transit floater. 
Here is a line that fits the policy to the assured’s exact needs, cover- 
ing merchandise shipped or received from the point of shipment 
to destination. It may save money for the assured on freight and 
always does on express shipments. It insures against perils for 
which the carrier is not liable and eliminates the delay and red 
tape involved in a loss claim on some common carriers. 


Practically speaking, it does everything that even an unreason- 
able man might ask of a sound policy. It is certainly valuable 
protection for the assured to have and the agent to sell. 


But it is only one of many saleable policies offered to cover 
unprotected perils that will help to serve assured, with volume 
taking care of itself. 


Write our Inland Marine Department if you want help in 
developing your annual transit or other lines. 


CORROON & REYNOLDS 


Incorporated 


INSURANCE UNDERWRITERS 


Manager 
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Church Property 
Held Underinsured 


AMERICA FORE GROUP REPORT 





Chief Inspector W. J. Tallamy Says Five 
Church Fires Occur Daily on Aver- 
age; Annual Damage $3,900,000 





Fires in churches located throughout 
the United States occur on the average 
at the rate of five a day, the property 
damage amounting to about $3,956,000 in 
one year, according to an analysis of 
1,754 church fires made by W. J. Tall- 
amy, chief inspector of the metropolitan 
department of the Continental and Fi- 
delity-Phenix fire insurance companies. 
The aggregate value of the church struc- 
tures involved in these fires, which de- 
stroyed much irreplacable property, was 
nearly $64,000,000 while the insurance 
carried on them amounted to about $49,- 
000,000, or a little above 76%. Most of 
the churches, the report states, were con- 
siderably under-insured. In Mr. Tall- 
amy’s opinion, church buildings should 
be insured to the extent of 100% of 
value. 

In regard to the causes of the fires, 
the largest number—or 26% of the total 
—were due to lightning, indicating an 
absence of lightning rods, although the 
amount of loss caused by this hazard was 
less than 7% of the whole. The great- 
est amount of damage from a single 
cause was $742,947, or more than 20%, 
attributed to defective heating equip- 
ment. About 11% of the church fires 
were so caused. 

Hot-Air Heating Plants 

“A number of fires in churches start 
in or near hot-air heating ducts and reg- 
isters, where they pass through, or open 
into, hollow wall and floor spaces,” the 
report states, apparently as a result of 
the ignition of sweepings that find their 
way, accidentally or otherwise, into the 
register openings. Hot air heating 
plants are therefore objectionable. 

Church heating apparatus originally 
built for the use of anthracite coal, it is 
stated, and subsequently used for wood, 
soft coal or oil, may become a serious 
fire hazard because of the tarry soot de- 
posits that accumulate in smoke-pipes 
and chimney flues when the latter fuels 
are employed. Other causes of church 
fires are chargeable to electricity, open 
lights, portable oil heaters and lamps, 
carelessness with matches and smoking 
tobacco, spontaneous combustion and 
other common hazards. 





LABELLE HEADS C.F.U.A. 


J. H. Labelle, manager for Canada of 
the Royal, has been elected president of 
the Canadian Fire Underwriters Asso- 
ciation. W. R. Houghton of the Lon- 
don & Lancashire was elected vice-presi- 
dent for Ontario and W. E. Findlay of 
the Springfield Fire & Marine is vice- 
president for Quebec. Members of the 
executive committee include the follow- 
ing: W. E. Baldwin, Continental; J. H. 
Riddel, Eagle, Star & British Dominions; 
A. M. M. Kirkpatrick, Home; Douglas 
Cownie, Caledonian; H. A. Joselin, New 
York Underwriters; E. J. Kay, North 
British & Mercantile; C. Stuart Mal- 
colm, Royal Exchange; H. E. Mills, In- 
surance Co. of North America; J. W. 
Tatley, Phoenix of Hartford; Robert 
Lynch Stailing, Sun; Kenneth Thom, 
Western Assurance, and P. L. Monk- 
man, Yorkshire. 





N. Y. FIELD MEN TO MEET 


The Underwriters Association of New 
York State will hold its summer meet- 
ing at Hotel Onondaga at Syracuse on 
Tuesday, July 12, at 9 am. On Mon- 
day afternoon, July 11, a meeting of the 
executive committee will be held in the 
association rooms, to be followed by a 
meeting of the farm committee. 








ALBERT STAEBLER DEAD 
Albert Staebler, former superintendent 
of the brokerage department of the 
Aetna (Fire) at Chicago, died last week. 
He started with the company in 1884 
in Cincinnati. 








NORWICH UNION 


policies and service 


have world-wide 
reputation 





NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, President 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


HART DARLINGTON, Chairman of the Board 
H. L. CALLANAN, President and General Manager 


In NORWICH UNION there is strength 


COMPANIES 











New Pa. Qualification 
Measure Summarized 


FIVE YEARS’ APPRENTICESHIP 





After Serving as Solicitor Newcomer 
Must Be Licensed as Broker Be- 
fore Becoming Agent 





The Pennsylvania Association of In- 
surance Agents has now fairl~ definitely 
formulated its proposals for changes in 
the agents’ licensing laws of that state. 
Bills to amend the present statutes will 
be introduced in the 1933 sessions of the 
Pennsylvania legislature and will aim to 
achieve the following results: 

1. Does not apply to life insurance, 
nor domestic mutual fire. 

2. Makes three classifications, viz.: 

(a) Brokers 

(b) Agents 

(c) Solicitors. 

Brokers and agents may be individuals, 
firms or corporations. 

Solicitors are individuals only. 

3. To qualify as broker must have 
been a solicitor for five years and must 
control premiums of: 


Cities of Tet CIOS. .....2602454 $25,000 
Cities of 2nd class............ 20,000 
eo OF 15,000 
Towns and townships........ 5,000 


And must maintain a business office and 
submit to examinations. Fee $10 for in- 
dividuals and $25 for firms and corpora- 
tions annually. 

Are authorized to place business with 
any company. 

Brokers to receive a certificate of reg- 
istration. 

4. A broker may represent any fire or 
casualty company without examination. 
Only necessary for the company to make 
application to the department and pay 
fee of $2, thus becoming an agent as well 
as a broker. Only registered brokers are 
eligible for agents’ licenses. 


Uniform Commissions 


5. Commissions are to be uniform 
throughout the state. That is to say: 
Each company must pay all of its agents 
in the state the same commission; but 
all companies need not necessarily pay 
the same commission; and all brokers 
are to receive the same commission. 

6. A solicitor is to be licensed only 
upon the endorsement of the broker with 
whom he or she is to become associated, 
and is to be the employe of that broker 
only. Solicitors may change from one 
broker to another, but can work for only 
one at a time. The fee is $10 annually. 

7. After serving as solicitor for five 
consecutive years, the solicitor becomes 
eligible for a brokers’ certificate of reg- 
istration. 

8. All agents must be brokers, but all 
brokers need not necessarily be agents. 

9. Except in cities of the first class 
and second class, companies are limited 
to but one agent in any city, borough, 
or town, except a fee of $250 be paid for 
additional agents. In cities of the first 
and second class, companies may have 
two agents at the regular fee. 

10. Licenses may be revoked for cause 
or violation by the commissioner, com- 
panies or their agents or brokers, and 
the penalties are from $500 to $2,500. 





FIREMAN’S FUND DIVIDEND 

Directors of the Fireman’s Fund of 
San Francisco last week declared a quar- 
terly dividend of 75 cents a share on 
the capital stock payable to shareliold- 
ers of record July 5. This compares with 
$1.25 paid in the previous quarter and 
also for several years past. In announc- 
ing the dividend reduction President J. 
B. Levison refers to existing conditions 
and believes it is safeguarding the i 
terests of shareholders and policyholders 
by conserving cash assets. 





EMPIRE POND OUTING 
The Empire State Pond of the Blue 
Goose will hold an outing on Tuesday, 
July 12, at the Syracuse Yacht & Coun- 
try Club at Lower South Bay on Lake 
Oneida, about fourteen miles from Syt 
cuse, N 
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LOYALTY GROUP— 


JANUARY 1, 1932 STATEMENTS 


NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres. ——_ KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres. Ee M. SMITH, Vice Pres. 
W.E. WOLLAEGER, Vice Pres. ERMAN AMBOS, ag eg E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice Pres. 
WALTER J. SCHMIDT, 2d V. Pe. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS. 2d V.-Pres. 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


SURPLUS TO 
CAPITAL POLICYHOLDERS 


$18,795,380.00 ORGANIZED 1855 $32,306,202.99 
NEAL BASSET, Chairman of Board 
HENRY M. GRATZ, President 


JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vi-e Pres, 
| W. E. WOLLAEGER, Vice Pres. HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 











WALTER J. SCHMIDT, 24 V.-Pres, T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2dV.-Pres. 
THE GIRARD FIRE AND MARINE INSURANCE COMPANY 
$ 1,000,000.00 ORGANIZED 1853 $ 2,034,545.17 


NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice-Pres. {= RBERT A. a Vice Pres. H. R. M. SMITH, Vice Pres. 
W. E. WOLLAEGER, Vice Pres HERMAN AMBOS, Vice-Pres. E.G. POTTER, 2d V.-Pres W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres, T. LEE TRIMBLE, 2d v. -Pres, OLIN BROOKS, 2d V.-Pres., 


THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 
$ 600,000.00 ‘ ORGANIZED 1854 $ 1,226,248.02 


NEAL BASSETT, President | 














JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. "IERBERT A. ~ —/ Vice-Pres, H. R. M. SMITH, Vice-Pres, 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, ig sty Pres, E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2dV.-Pres, LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres, 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 
| $ 1,000,000.00 ORGANIZED 1866 $ 1,563,520.84 


NEAL BASSETT, President 


JOHN R. ag Vice Pres. RCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres, at R. M. SMITH, Vice-Pres. 
W. E. WO EGER, Hsien HERMAN AMBOS, Vice-Pres. E.G. POTTER, 2d V.-Pres. W. POTTER, 2d V. Pres. 
AWAL J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 


| SUPERIOR FIRE INSURANCE COMPANY 
$ 1,000,000.00 ORGANIZED 1871 $ 1,603,338.23 


NEAL BASSETT, Chairman of Board 
W.E. WOLLAEGER, President JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice Pres, ap ge A. CLARK, Vice Pres, 
H.R. M. SMITH, Vice Pres. HERMAN AMBOS, ve Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
$ 1,000,000.00 ORGANIZED 1870 $ 1,751,660.54 


CHARLES L. JACKMAN, President NEAL BASSETT, Vice President 


JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. — Vice Pres. H. R. M. SMITH, Vice Pres, 
W. E. WOLLAEGER, Vice-Pres, HERMAN AMBOS, Vice Pres. G. POTTER, 2d V.- W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d v. -Pres. OLIN BROOKS, 2d V.-Pres. 


THE CAPITAL FIRE INSURANCE COMPANY 
$ 300,000.00 ORGANIZED 1896 $ 511,958.09 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 
$ 100,000.00 ORGANIZED 1905 $ 137,264.60 


NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pree. “ OTT as UE View Pos. H. R. M. SMITH, Vice Pres, 
W.E. WOLLA | 























EGER, Vice-Pres. HERMAN AMBOS, oun Pres. E.G. POTTER, 2d V W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2 'V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 
$ 2,000,000.00 ORGANIZED 1852 $ 4,967,756.04 


NEAL BASSETT, Chairman of Beard 

J. SCOFIELD ROWE, Vice Chairman 
H. s. LANDERS, President J. C. HEYER, Vice President WINANT VAN WINKLE, Vice President JOHN R. COONEY, Vice President 
G. POTTER, 2d Vice Pres. E. R. HUNT, 3rd Vice Pree’t S. K. McCLURE, 3d Vice Pres, T. A. SMITH, Jr., 3rd Vice Pres, F. J. ROAN, 3rd Vice Pres. 





THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 
$ 1,000,000.00 ORGANIZED 1874 $ 2,009,866.67 


NEAL BASSETT, oe of Board 


H. S. LANDERS, President = WINANT VAN WINKLE, Vice President J. C. HEYER, Vice President JOHN R. COONEY, Vice-President 
E.G. POTTER. 2d Vice Pres. ‘A. SMITH, 3rd Vice FRANK J. ROAN, 3rd Vice Pres. R. HUNT, 3ed ViesPres. $.K. McCLURE, 3rd Vice Pres. 


‘COMMERCIAL. CASUALTY INSURANCE COMPANY 











$ 1,000,000.00 ORGANIZED 1909 $ 1,814,648.30 


WESTERN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, Chicago, Illinois 220 Bush cea 
HERBERT A. CLARK, Vice President San F rancisco, ornia 
H. R. M. SMITH, Vice President EASTERN DEPARTMENT W. W. & E. G. POTTER, 2nd Vice Presidents 


F.E. Res. Vice Presid 
JAMES SMITH, Secretary 10 Park Place vam @. bukaoeane oauee 


NEWARK, NEW JERSEY " —— ay 
CANADIAN DEPARTMENT . SOUTH-WESTERN DEPARTMENT 


912 Commerce St., Dal Texas 
461-467 Bay St., Toronto, Canada ccinidihatpimaonialiy OLIN BROOKS, 38 Vise nae Be 


MASSIE & RENWICK, Ltd., Managers BEN aay igh hte Res. Vice President | 




















MEEKER, Secretary 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 











I have always felt pleased when I dis- 
covered that an agent with whom I have 
been in business contact, through fair 
weather and foul for years sees fit to 
frame and hang my photograph in his 
office. Mr. Edwards, old-time agent at 
Sayville, L. L, N. Y., has a picture of 
me in his office, and long ago I proudly 
called my wife’s attention to the fact, 
suggesting that she call at Mr. Edwards’ 
office some time to see this picture with 
her friend, at whose summer residence 
at Bayport, L. 1, she usually spends a 
few weeks and whom Mr. Edwards 
knows well and to whose real estate in- 
terests he attends. My wife’s unper- 
turbed side remark was that she saw 
quite enough of me in person without 
going to such a lot of trouble to see 
my photograph in an agent’s office. This 
zoes to show how futile it is to impress 
one’s importance (in one’s own mind) 
on wives, however much you may think 
you have impressed yourself on your 
own business and personal friends. The 
picture remains unviewed by her up to 
present time. 
e « 
Taken for Judge Seabury 

I have been taken for a missionary, 
bootlegger, clergyman, priest, German 
spy and other characters, good and bad, 
during my wanderings as fieldman and 
individual, but recently the honor of 
being taken for Judge Seabury has fallen 
to my lot. True the fellow-passenger in 
the Pullman was partially soused. After 
annoying about everybody in the car, he 
came to me and said: “Are you Judge 
Seabury?” “Il haven’t that honor,” I re- 
plied. “Well you look like him, and any- 
way I believe you are.” And he was 
about to open a long conversation, when 
luckily I was able to escape at Albany. 
To the last he insisted that I was Judge 
Seabury. Soused people are very per- 
sistent in their opinions, I find. 

ass a 


The Port of Albany 

The Port of Albany, a dream twenty- 
five years ago, was formally opened not 
long ago. While now formally opened, 
during the past year over 100 ocean- 
going freighters have landed at its docks, 
one of the ships bearing pulp wood for 
up-state paper mills from Soviet Russia. 
At that time quite a fuss was made by 
labor leaders about accepting “foreign 
labor” pulp wood, but when they learned 
that paper mills at up-state points would 
shut down and the employes suffer if 
they did not get this pulp, they rapidly 
climbed down. The Canadian Grain Pool 
is instrumental in having the largest 
grain elevator in America erected there. 
The Standard Oil Co. has one of its larg- 
est oil distributing centers there. For 
years they have been shipping oil all 
over the state in their own powered 
steel barges by way of the Barge Canal, 
terminating at Albany. 

To perfect this great undertaking the 
Hudson River was dredged by the Fed- 


eral Government to accommodate the 
largest freighters, from Hudson, N. Y., 
to Albany, and the state of New York 
Hudson River Regulation Commission 
built a dam near Hadley at the con- 
fluence of the Hudson and the Sacanda- 
ga, creating a lake about 36 miles long, 
and extending as far back as Glovers- 
ville. It is about the size of Lake 
George. Albany is coming back to its 
own! It was the head of navigation of 
the Hudson River in Indian trading 
times, and a trading place long before 
the coming of the white man, the In- 
dians coming from the West by the 
Great Lakes and the Mohawk Valley; 
from the North by Lake Champlain and 
Lake George, and from the East over 
what is now called the Mohawk Trail in 
New England. 

Fort Orange was erected at Albany by 
the Dutch when the present state and 
city of New York were New Amster- 
dam. Then followed Rensselaerwick, 
and then Albany. It is the oldest but 
one settlement in what is now the United 
States, St. Augustine, Fla., being the 
older. The opening of the old Erie Canal, 
before the coming of the railroads, but 
after Fulton’s first steamboat sailed up 
the Hudson, in about 1823, gave Albany 
a great impetus and this recent opening 
of the port will give it a greater devel- 
opment. 

Albany is now the largest wholesale 
drugsists’ center in the United States, 
the largest wholesale grocery center in 
the United States, sixth largest mail 
transfer point, and in per capita savings 
has first place in the United States. It 
is the second oldest city in the country 
operating under its original charter. The 
savings banks in Albany have for years 
financed building operations in western 
New York. They used to say in Roch- 
ester in 1896 that half of the mortgages 
on homes in Rochester were in favor of 
the “Albany Savings Bank.” Recently, 
coming into Albany by rail I was sur- 
prised to see a large Clyde ocean going 
passenger liner steaming down the river 
in a part of the river where years ago 
we used to get stuck in the mud in the 
early morning coming up on the night- 
boat on the ebb tide. Some of my read- 
ers will sav that there is no tide in a 
river, but the tide is felt at Albany, the 
difference at Albany being about one 
foot. 

This fact caused the Troquois Indians 
to name it the “River that Flows Back- 
wards.” While the river itself doesn’t 
flow backwards, the tide of the ocean at 
lower river points acts like a dam, or if 
vou like, an ice jam, pushing back the 
flowing river waters to a higher level. 
I understood that this passenger liner 
was making an experimental trip for a 
convention ocean trip direct from Al- 
bany. It is interesting to remember that 
over fifteen years ago, when this Port 
project was taking shape, the secretary 
of the Chamber of Commerce at Albany 


was asked to speak on the subject by the 
Albany Field Club, and I well remember 
the hard fighting he had to do to awaken 
people to the great possibilities of this 
proposition. He asked us whether he 
could quote the insurance fieldmen then 
located at Albany (among whom was 
Bert Maxson, now vice-president of the 
America Fore group) as favoritig the 
project, and we so voted, although most 
of us felt that this great dream would 
not be realized during the lifetime of 
most of us. 





BUFFALO CITY INSURANCE 





Special Committee Recommends Blanket 
Policy of $43,000,000; Initial Pre- 
mium Would Be $127,055 

3uffalo’s city council this week re- 
ceived a recommendation from a _ spe- 
cial committee which it named to look 
into the subject of municipal fire insur- 
ance, 

The committee, headed by Councilman 
Martin O. Bement, recommended cover- 
ing property worth $43,000,000 in a blan- 
ket policy to be drawn up by the Buffa- 
lo Association of Fire Underwriters. The 
initial premium would be $127,055. Here- 
tofore, each department has covered its 
own insurance through individual insur- 
ance men. 





GENERAL GROUP CHANGES 





First National Capital and Surplus Re- 
duced; Additions Made to General’s 
Capital 
The directors of the First National last 
week voted to reduce the capital and sur- 
plus to $400,000 and to transfer the 
amount of the reduction to the surplus 
of the General of Seattle of the same 
group. After completion of these changes 
the General will show surplus to pol- 
icyholders of about $2,750,000 based upon 
present market value of invested assets, 
and the policies of the First National will 
be reinsured and guaranteed by the Gen- 
eral. In their annual statements the 
General showed capital of $1,000,000 and 
surplus of nearly $1,300,000 on a basis of 
market values. The First National 


showed a capital of $1,000,000 and a sur- 
plus of more than $700,000 on a market 
value basis. 














Wuo WANTs A PRIVATE OFFICE— 
RENT FREE? 


There’s a I i e man h in 
New York City who is progressive and forward 
looking enough to appreciate the advantage of a 
quiet private office and all the conveniences of a 
life insurance agency located in a mid-town sky. 
scraper building. 

Here’s your chance to save on overhead! 


If you are unattached at present and have some 
life insurance business which could be cleared 
through our agency we would like to “talk turkey” 
with you. Please address: 


Ber 1199 
The Eastern Underwriter, 94 Fulton St., N. Y., 








TENNESSEE TAX FORMS 

General Counsel J. H. Doyle of the 
National Board of Fire Underwriters has 
sent to member companies instructions 
and forms for complying with the ruling 
of Insurance Commissioner J. I. Reece 
of Tennessee. This ruling is to the 
effect that companies which since June 
30, 1926, have deducted premiums on 
ceded reinsurance in reporting their pre- 
miums to the Tennessee Insurance De- 
partment for taxation now pay on such 
reinsurance premiums unless the compa- 
nies to which the reinsurance was ceded 
paid taxes on them. 





SHEPHERD HEADS CLUB 
Joshua K. Shepherd of Little Rock, 
Ark., former president of the American 
Association of Insurance General Agents, 
has been elected president of the Noon- 
day Club of his home city. 





222ND YEAR 


SUN 
INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
Pacific Department 


N. W. Cor. an 
San Francisco, Cal. 














ROYAL EXCHANGE ASSURANCE (1720) 
FIRE and MARINE LINES 


THE STATE ASSURANCE CO., LTD. 


PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 


95 Maiden Lane, New York 











Oo. J. PRIOR. PRESIDENT 





INCORPORATED 1868 


The Standard Fire Insurance Co. 
oF NEW JERSEY 


TRENTON, N. J. 


R. J. CAREY, SECRETARY 


——— 








—— 





GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
COrtland 7-8300 





MANAGERS 


INSURANCE CO. ieee 


OT 





Home Office, 50 Union Square, New York City 


——— 





Uptown 


122 East 42nd St.—LExington 2-6715 
245 Fifth Ave.—AShland 4-1772 
578 Madison Ave.—WIckersham 2-2627 


—— 
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Violation Decision 


(Continued from Page 1) 


agent or broker be revoked should be 
confirmed, as the evidence justified the 
finding that the law was violated, and 
subdivision 4 of Section 142 of the In- 
surance Law empowers the Superintend- 
ent of Insurance to revoke the certificate 
of authority granted to an agent upon 
proof of a violation. 
Oceanic Navigation vs. Stranahan 


“The Attorney General, seeking to sus- 
tain the decision that the petitioner for- 
feit to the people of the State $10,000, 
argues that power to decree the for- 
feiture and to decide the amount there- 
of, together with the manner of its pay- 
ment was given to the Superintendent 
by the Legislature by the last sentence 
of subdivision 8, Section 141 of the In- 
surance Law. 

Any person, association, corporation or rating 
organization wilfully violating any of the pro- 
visions of this section shall, in addition to any 
other penalty therefor fixed by statute, forfeit 
to the people of the state of New York not less 
than $25 nor more than $1,000 for each such 
offence. 

“Oceanic Navigation Co. v. Stranahan 
(214 U. S. 320) relied upon by the At- 
torney General to sustain the legality of 
the Superintendent’s decision, falls short 
of its claimed effect. That case dealt 
with the United States statute which 
provided that no person or transportation 
company should bring into the United 
States an alien afflicted with a loath- 
some or dangerous contagious disease, 
and provided as a penalty to be imposed 
that any violator ‘shall pay to the col- 
lector of customs of the customs district 
in which the port of arrival is located, 
the sum of $100 for each and every vio- 
lation of the provisions of this section; 
and no vessel shall be granted clearance 
papers while any such fine imposed upon 
it remains unpaid, nor shall such fine be 
remitted.’ 

“It was determined by the Supreme 
Court of the United States that the pro- 
vision did not violate the due process 
clause of the Constitution (Fifth Amend- 
ment), and further that money paid un- 
der protest was paid in voluntarily and 
if unlawfully exacted, could be recovered 
in a suit therefor. Explicit authoriza- 
tion was there given to a specified official 
to levy a fixed penalty for each viola- 
tion. No such authorization is con- 
tained in the Insurance Law. The Su- 
perintendent of Insurance has no inher- 
ent power but only such as is conferred 
by statute. It was his duty to give no- 
tice of petitioner’s violation to the At- 
torney General (Sec. 72, subdiv. 2, Public 
Officers Law). 

Article 71 


“Article 71 of the Civil Practice Act 

provides the procedure by which the civil 
action for the penalty shall be brought 
by the Attorney General. Where a stat- 
ute imposed a penalty unless special 
modes are prescribed, it is to be collected 
by a civil action at law. (City of Buf- 
falo vy. Schliefer, 25 Hun, 275.) 
_"The portion of the decision of the 
Superintendent of Insurance affecting 
the petitioner, the New Jersey Fidelity 
& Plate Glass, should be annulled, with 
$50 costs and disbursements.” 

Samuel D, Macpeak was attorney for 
the petitioner. Henry Epstein repre- 
sented the Attorney General in the pro- 
ceeding and Samuel R. Feller the Insur- 
ance Department, 





FRANCIS McQUADE DIES 


Francis McQuade, brother of Sheriff 
James A. McQuade, of Brooklyn, and a 
member of the fire insurance adjusting 
firm of Kelly, McQuade, Flamm, Wein- 
zimmer & Wuersburg, died on Sunday 
in his forty-eighth year at his home in 
Elmhurst, Long Island. He had been ill 
for several months. For many years be- 
fore he moved to Elmhurst Mr. Mc- 
Quade was active in Democratic poli- 
tics in Greenpoint. He was a member 
of the Lexington Council, Knights of 
Columbus and the Brooklyn Lodge of 

Iks. Surviving Mr. McQuade are his 


ie, two sons, two daughters, three 
orothers and three sisters. 


TO KEEP AFTER VIOLATORS 





New York Insurance Department Not to 
Relax Its Vigil; Will Probably 
Appeal N. J. F. & P. G. Case 

It is understood that the New York 
Insurance Department will appeal from 
the Appellate Court opinion in the pen- 
alty case which proceedings were 
brought after the Department had fined 
the New Jersey Fidelity & Plate Glass 
$10,000. 

It is believed, also, that the decision 
will not interfere with the New York In- 
surance Department’s program with re- 
gard to rate cutting violations. 

The decision, if not appealed and there 
are no further developments, will have 
the following effect: 

First, it will make the procedure more 
cumbersome in that the Department will 
have to refer the findings and recom- 
mendations to the Attorney General for 
suit; second, it will be more expensive 
and burdensome to the insurance com- 
panies because they will be obliged not 
only to go to the Insurance Department 
and there undergo investigation of the 
alleged violations, but will also have to 
participate in a lawsuit in the proceed- 
ings which will be brought by the Attor- 
ney General. 

In the event that the Appellate deci- 


sion is upheld, or no appeal is taken, 
there is no doubt that the Insurance De- 
partment will ask the Legislature for an 
amendment of the law. 





TWO NEW FIRE FOLDERS 


The business promotion department of 
the Springfield Fire & Marine recently 
issued two attractive folders on fire in- 
surance side-lines. One features the six- 
point supplement contract with illustra- 
tions of the effects of each hazard in- 
sured against. The folder is entitled 
“More for Your Money.” The other con- 
tains a list of questions for assureds to 
check over, these questions covering a 
number of vital problems for all policy- 
holders to consider. 





HARTFORD AGENT DIES 


H. W. Seide, insurance agent in Hart- 
ford for more than fifty-one years and a 
member of the Hartford Board of Fire 
Underwriters, died at his home in Clin- 
ton after a long illness. He was born in 
Birmingham, England, in 1866 and went 
to Hartford when he was six years old. 
He entered insurance in December, 1880, 
and opened his own office on January 1, 
1896. Mr. Seide is survived by his widow, 
a daughter, a son, two grandchildren, two 
brothers and three sisters, 


HALPERN AGENCY REORGANIZED 

The Ralph Halpern Agency, Inc., of 
Jamaica, L. I., has been reorganized and 
now goes under the name of Halpern, 
Irwin & Haddix, Inc. Ralph Halpern is 
president and Robert N. Irwin, for many 
years a member of the Brooklyn agency 
of Gaubert & Irwin, is vice-president. 
Paul V. Haddix is secretary. This 
agency represents the National Union, 
Camden, Rhode Island, American Col- 
ony, Buffalo and Sussex Fire for Long 
Island suburban risks. 





ROUMANIA HAIL RISKS 

Insurance companies writing hail busi- 
ness in Roumania find that their portfo- 
lios are filled with premium notes, which 
under present conditions are uncollect- 
ible. The companies have now decided 
not to accept any hail business unless 
the premium is paid in cash in advance 
Under such conditions the business ac- 
tually contracted will be small as the 
farmers have little cash. 








Samuel A. Mehorter, field representa- 
tive of Home in Newark and ex-most 
loyal gander of the New York City pond 
of the Blue Goose, is also newly elected 
president of the Newark Club of the 
Reciprocity Clubs of America. 








“How to. Sell 
PERSONAL EFFECTS Nanya: 








HOY there, Mr. Agent! Why didn’t you sell him a 

Personal Effects policy before he sailed ? With most 
of his clothes packed away forever in Davy Jones’ Locker 
and a shark pining for his pants, no wonder his attitude is 
unfriendly. He’ll never accept your policy now. And you 
may lose his fire policy on renewal . . . Remember, it’s 
the little things that count. A Personal Effects policy 
doesn’t cost much but the lack of one when needed can 
blow up a sea of trouble. Ask the “Springfield Group” . 
how to sell all your clients Personal Effects policies. Write 
today — at once! 


THE SPRINGFIELD GROUP OF FIRE INSURANCE COMPANIES 





SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 


Cash Capital, $5,000,000.00 


Chartered 1849 
SPRINGFIELD, MASSACHUSETTS 
GEORGE G. BULKLEY, President 


Harding & Lininger, Mgre., Chicago. John C. Dornin, Mgr., San Francisco. W. E. Findlay, Mgr., Montreal 


CONSTITUTION DEPARTMENT, Springfield, Massachusetts 
SENTINEL FIRE INSURANCE COMPANY, Springfield, Massachusetts 
MICHIGAN FIRE & MARINE INSURANCE COMPANY, Detroit, Michigen 
NEW ENGLAND FIRE INSURANCE COMPANY, Pittsfield, Massachusetts 
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British Court Acts on Matter 
Of Agency vs. Reinsurance 


Arbitrator’s Award in Favor of Motor Union Against Mann- 
heim Upset on Appeal Because No Policy of Reinsur- 
ance Was Found; Further Appeal Likely 


A case of considerable magnitude and 
of importance has just been decided in 
the British Court of King’s Bench. The 
case was an appeal by the Mannheim 
Insurance Co. against an arbitrator’s 
award of £47,292 granted to the Motor 
Union. The main issue of the arbitra- 
tion was whether agreements relating to 
marine insurance between the Motor 
Union and the Mannheim were enforc- 
able in law, or whether, as the German 
company contended, they were barred by 
the Stamp Act. 

Judge Goddard decided that the way 
in which the agreement between the 
companies was carried out was contrary 
to the laws governing marine insurance 
and gave judgment for the German com- 
pany with costs. A further appeal is 
likely. 

The following interesting points came 
to light during the hearing of the case: 
Mannheim Sought British Business 
In 1925 the Mannheim company wished 
to undertake marine insurance business 
in the English market. At that time 
German policies would not have been ac- 
ceptable in England, and the Mannheim 
company accordingly entered into an 
agreement with the Motor Union provid- 
ing that that company should issue poli- 
cies on behalf of the Mannheim, but the 
policies were to be issued in the name 
of the Motor Union and the business to 
be ostensibly written alone by the Mo- 
tor Union. A term of the agreement 
provided that when issuing a policy the 
Motor Union should itself be liable for 
half the total sum insured; that would 
secure the Mannheim company against 
the risk of the Motor Union committing 

the Mannheim to undesirable risks. 

Policies were issued by the Motor 
Union in accordance with the agreement 
and in course of time heavy losses were 
incurred. The Motor Union, having paid 
the losses, sought to recover some $200,- 
000 from the Mannheim company. That 
company refused to pay and the claim 
was referred to arbitration. The arbi- 
trator awarded, subject to the opinion of 
the court on this special case, in favor 
.of the Motor Union. 

No Policy Found Existing 

Counsel contended that although in 
form the agreement between the two 
companies was an agency agreement, it 
was in fact an agreement that the Mann- 
heim company should reinsure the Mo- 
tor Union against losses on marine in- 
surances, and, that being so, any claim 
that the Motor Union might have must 
depend on the existence of a policy pro- 
viding for the reinsurance. No such pol- 
icy existed and therefore the claim could 
not succeed owing to the requirements 
of the Marine Insurance Act. Further, 
the agreement between the parties was 
a reinsurance within the meaning of the 
Stamp Act, 1891, and as no policy exist- 
ed the claim of the Motor Union was 
barred by that Act also. 

Counsel for the Motor Union submit- 
ted that the finding of the arbitrator, 
which could not now be questioned, was 
that the intention of the parties was to 
enter into relationship of principal and 
agent and not that of insurer and rein- 
surer and the agreement between them 
was an agency agreement. It could not 
be contended that an underwriter who 
employed an agent to assist him in mak- 
ing a contract of sea insurance was mak- 
ing a contract of sea insurance with that 
agent. 

The agreement between the parties 


contained, among other things, a provi- 
sion that the Motor Union might rein- 
sure the risks, but if they were already 
reinsured by the Mannheim company 
that would have been unnecessary. The 
persons who were insured by the poli- 
cies issued by the Motor Union had no 
right of action against the Mannheim 
company, and the agreement between the 
companies was one of employment for 
reward as agents and had had nothing 
to do with marine insurance. On any 
agency agreement there was an implied 
undertaking by the principal to indem- 
nify the agent for moneys expended on 
the principal’s behalf and the claim of 
the Motor Union should succeed. 
Review of Judgment 

His Lordship, in the course of a con- 
sidered judgment, said that the question 
was what was the effect in law of such 
an agreement. Could the agent enforce 
the implied contract of indemnity in such 
circumstances ? 

It was a commonplace of the law of 
agency that an undisclosed principal 
might sue or be sued on a contract made 
on his behalf, but in the case of sea in- 
surance the Marine Insurance Act, 1906, 
section 22, provided that a contract of 
marine insurance was inadmissible in 
evidence unless embodied in a marine 
policy in accordance with the Act, and 
by section 23 the policy must specify, 
among other things, the name or names 
of the underwriters. By section 93 of 
the Stamp Act, 1891, a contract of sea 
insurance, which included reinsurance, 
was void unless expressed in a policy, 
and a policy was void which did not 
specify the names of the underwriters. 

Clearly, therefore, as the name of the 
Mannheim company did not appear in 
the policies issued in pursuance of the 
agreement they could not have inter- 
vened as principals so as to sue the as- 
sured for a premium, nor could they 
have sued for a loss. In either case the 
absence of a policy subscribed in their 
name would have been fatal. The stat- 
utes prevented any privity of contract 
being established between the Mann- 
heim company and the assured by the 
action or agency of the Motor Union 
company, and the latter, and they only, 
were the insurers. 

Any premiums received were received 
by them, and any losses paid were paid 


by them as principals in respect of lia- 
bility which was theirs and only theirs. 
If that were so, any claim they might 
have against the Mannheim company was 
not for indemnity against loss sustained 
as agents, but was in the nature of a 
reinsurance, and he was fortified in that 
opinion by the case of the English In- 
surance Co. v. National Benefit Assur- 
ance. The agreement in that case did 
not purport to be one of agency, and 
was described as a participation agree- 
ment, but while its terms differed in ex- 
pression from those under consideration 
the general effect seemed to be the same. 
It seemed to him to matter little, if at 
all, whether the parties were called par- 
ticipators, partners, or principal and 
agent; what did matter was what was 
effected by the agreement. In that case 
it was held that it was reinsurance, and 


both the Lord Chancellor and Lord At- 
kin stressed the point that, as in the 
present case, there was no privity cre- 
ated between the National company and 
the assured. 

He did not think that the case cited 
was distinguished in principle from the 
present and accordingly he held that the 
claim in the current case was in effect 
a claim for reinsurance, and so must 
fail for want of a policy. Accepting to 
the full the finding of the arbitrator as 
to the good faith and intentions of the 
parties, the statutes did not in, his (his 
Lordship’s) judgment permit of the 
agreement being enforced. 

The result was that he answered the 
question propounded in the case in fa- 
vor of the Mannheim company, with 
costs. 

A stay of execution was granted. 





Average Agents Report on 
Cargo Losses at French Port 


A report on foreign trade at Dunkirk, 
fourth in volume of business of French 
ports, has been prepared by A. Bourbon- 
naud & Co., average adjusters, for the 
International Union of Marine Insurance. 
This report considers losses on grain, 
wool, cotton, timber and tinned goods. 
Extracts are presented herewith: 

As compared with 1930, the preceding 
year has witnessed a considerable reduc- 
tioin in the traffic of the Port of Dun- 
kirk, the number of vessels which called 
at this port having dropped from 7,546 to 
6,469, whilst the turnover of goods 
amounted only to 4,761,000 tons against 
4,952,000 tons in 1931. This aggregate 
figure includes an increase of 250,000 tons 
in grain imports and a decrease by 35% 
with respect to shipment of timber, coal, 
nitrates and textiles. 

The port improvement works are mak- 
ing headway and it is anticipated that 
the new quayage, facilitating the en- 
trance to the port for large vessels, will 
be completed by the end of 1934. But of 
course, adequate protective measures are 
being applied also at present with a view 
to preventing accidents both in the road- 
stead and the entrance channels. In the 
course of 1931 only two strandings oc- 
curred; the vessels could be refloated al- 
most immediately and there was no dam- 
age to hull and cargo. 


Grain Losses 


Grain from Canada and the Argentine 
Republic: The bulk of damage was due 
to sweat and insufficient dunnage. The 
condensed moisture could not course 
down the sides of the ship and instead 
was absorbed by the cargo. Claims were 
invariably instituted against shipowners 
who could be held liable and in some 
instances had to pay up to French francs 
150,000 by way of compensation. It is 
rather significant that since April, 1931, 
the situation has improved considerably 


APPLETON & COX, Inc. 


8 South William Street, New York 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,565,762.78 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $13,257,460.31 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,387,252.42 





WRITE FOR OUR AGENCY PROPOSITION 





and it would seem, therefore, that from 
that time onward shipowners have seen 
that their ships are fit in all respects to 
carry the particular cargo. 

However, it may be well to call under- 
writers’ attention to the fact that vessels 
which are not equipped with bilges and 
whose ballast tanks have an even ceiling 
until where it joins the plating, are un- 
desirable as grain carriers. In similar 
circumstances, in spite of all precautions 
taken by the captains, it is practically 
impossible for the water emanating from 
condensation to run down the ship’s sides 
as its passage is impeded by the bags of 
grain, and the piping becomes clogged 
by the sweepings having escaped from 
the bags. 

Customs duty payable on damaged 
grain and sugar. Where damaged grain 
or sugar is sold by auction with a view 
to ascertaining the extent of loss, it is 
esential to look for a prospective buyer 
abroad, because, no reduction of the cus- 
toms duty—which is very high—being al- 
lowed, French merchants are unable to 
take any interest in the sale. If the 
quantity of damaged goods in insufficient 
to attract foreign buyers, nothing re- 
mains to be done but to destroy the re- 
spective lot. 

Damage to Wool 

Wool: Eighteen surveys were held in 
1931 (fifty-one in 1930). One serious 
claim resulted from the stranding of the 
steamship Bougainville off the Spanish 
coast after having struck a reef. Ap- 
proximately 400 bales were landed in a 
badly damaged state and taken to a 
combing establishment and then sold, the 
extent of damage amounting to from 
35-60%. The consignment arrived more 
than two months after the accident had 
happened, which seems to indicate that 
the reconditioning process was delayed. 

In this connection it should be noted 
that where wool has incurred a certain 
amount of damage, it is not commendable 
to have the customary survey effected, 
or to sell the goods in a damaged con- 
dition. Instead, the bales should be sent 
to the comber to have them washed, thus 
avoiding a further spreading of the dam- 
age. Subsequently, without being combed 
the wool is offered at auction at a favor- 
able moment. In this manner damage 
to wool estimated at, say, 50%, has been 
reduced to 35 or 40%, which figure !1- 
cludes the cost of reconditioning, etc. 

Cotton: During the year sixty-two 
surveys were made as compared with 102 
in 1930, but only one substantial claim 
came along, viz., the fire in the hold of 
the steamship Hatipara. About 700 bales 
having. suffered a depreciation in value 
of 50% were sold, while the remaining 
portion was affected only to the extent 
of from 5 to 15%. : 

Timber: Twenty-one consignments 
were surveyed showing petty shortages 
through jettison or washing overboard. 
One single claim for damage by moisture 
in the holds was presented, and as re- 
gards pit props, a standard was lost 
through jettison. 





« 


ra 








tw 


e 


h 





July 8, 1932 






[Cax~ualt so 
S 7 


EES TO ETE 
Caruattro 
aU See ee 





THE EASTERN = 
UNDERWRITER 





bE TE RE OE TT 
[ure trop 








Page 29 











CASUALTY AND SURETY 





Sound, Collective Leadership 
Demanded Now, Says E. M. Allen 


Financial Hurricane Passing But Wreckage Remains to Clear 
Quickly Away, He Impresses Upon New England 
Agents at Bretton Woods Convention 


In a forceful address, one of the best 
in his career, E. M. Allen, president, Na- 
tional Surety, urged New England agents 
gathered in convention this week at 
Bretton Woods, New Hampshire, to meet 
the problems arising out of the financial 
conflagration of the past few years fear- 
lessly with a leadership that is sound 
and collective rather than false and self- 
seeking. “The hurricane has passed but 
the wreckage still remains,” emphasized 
Mr. Allen, “and in addition to clearing 
away the wreckage there must be built 
out of the remains sound financial struc- 
tures for the home, the business and the 





E. M. ALLEN 


state in order to provide real safeguards 
for the future of this country.” 

The National Surety president told his 
audience that “in our own _ business, 
whether we are companies or agents, we 
must never overlook the correlated inter- 
est of the policyholder, the agent and 
the company”; that “there is no room 
for individualism”; that even the impor- 
tant American Agency System is not an 
institution unto itself but only a part of 
and dependent upon the insurance family 
as a whole for its sustenance. 

No Time For Misunderstandings 


_He further declared that now is no 
time for quarreling or for misunderstand- 
ing between companies and agents. Even 
though the American Agency plan may 
not be the best plan of operation in the 
world it is, in Mr. Allen’s opinion, the 
best one we possess and it must not only 
be preserved but must be improved, 
changed and extended, if necessary, to 
Provide for the changed conditions which 
we are facing today and which doubt- 
less will be continued.” 

Mr. Allen did not attempt to hide un- 
deniable facts in regard to the present 
State of affairs. He said: “It is a well- 
known fact that the company situation at 





‘*Fact-finding” Suggestion 

In Mr. Allen’s opinion the National 
Association of Insurance Agents 
could do a marvelous service to the 
insurance business as a “fact-finding” 
organization. He pictured to the 
Bretton Woods convention how many 
business organizations have been 
ruined because men in control did not 
get the facts. Then he said: “Your 
association has or should have per- 
sonal contact with every community 
of importance in the United States. 
You should be in a position to get the 
facts pertaining to any problem af- 
fecting this business of ours locally 
or in eny state or in the nation as 
a whole. Complete and accurate in- 
formation acquired first hand and 
thoroughly analyzed should always 
form the basis for business-like dis- 
cussions of agency problems with your 
companies.” 











the moment is a trying one. During the 
past three years the steadily increasing 
loss ratic, the heavy reduction in pre- 
mium income and the material reduction 
in investment income, together with a 
depreciation in the market value of in- 
vestments never before seen, have com- 
bined to create an alarming condition of 
affairs. 

“Companies must be preserved with 
sufficient capital and surplus to take 
care of the business of the future. Agents 
without companies would be of small im- 
portance in the business world, so from 
the standpoint of enlightened selfishness 
alone, if for no other reason, agency 
forces and agency organizations must be 
made to see the extreme necessity for 
co-operation with company organizations 
and rating bureaus for the common good. 

Reducing Operating Expenses 

“A reduction in the operating expense 
of all companies is imperative and most 
executives have been reducing expenses 
on every: hand. This includes the check- 
up of underwriting practices, unsound 
rating practices, unprofitable business- 
getting practices which have crept into 
the business during the boom period. 
Agents must be more careful in the se- 
lection of business for their companies. 
They must remit premiums more prompt- 
ly because losses cannot be paid with 
past due premiums. 

“The spirit of leadership must mani- 
fest itself in the recognition of these 
conditions on the part both of the agent 
and the company organizations and in 
the adoption of methods that will be ad- 
equate to handle our future situations.” 

As to the present plan of retailing in- 
surance, Mr. Allen is convinced that it is 
by far the best that has ever been de- 
veloped, but he cautioned that agents of 


(Continued on Page 34) 
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Norie-Miller Speaks His Mind 
On “Bad Spots” in U. S. Picture 


F. Norie-Miller, general manager of 
the General Accident, recently gave to 
“The Policy” of London an extended in- 
terview on world conditions. Mr. Norie- 
Miller in the past forty-seven years has 
spent five months of every year outside 
Great Britain looking after the com- 
pany’s affairs. 

In discussing the American financial 
situation he took up the question of com- 
pulsory automobile insurance in Massa- 
chusetts and dubious claims in New York 
City, which he said were two of the bad 
spots in the American picture. He said 
in part: 

“All the companies in Massachusetts 
had disastrous losses in compulsory auto- 
mobile. The companies have to take the 
business offered to them. The Insurance 
Department supervises and fixes the 
rates for insurance, and yet countenances 
the most absurd claims for damages. 
Losses are so bad there for this reason 
that my company withdrew altogether 
and won’t write more business till we 
can do so on a proper basis. Conditions 
like these would not be tolerated in 
Great Britain. It would be a good thing 
if all other companies withdrew. In that 
case the Department would have to un- 
dertake the business itself, and a little 
actual experience of paying absurd losses 
would soon prove that the present rates 
are too small, and the public would 
quickly have to pay bigger premiums. 
“Then, again, we are hit by a certain 
kind of agent in New York City. He 
introduces apparently good business and 
always pays the premiums promptly. 
After a few months he brings in a claim. 
One of his clients has, perhaps, slipped 
on the stairs and injured his knee. It 
wasn’t much of an accident, but there 
was the shock—the doctors say there 
was a shock to the nerves. The claims 
soon become heavy. We were badly 
caught by this sort of racket till we dis- 
covered that there was an extensive ring 
of these agents, fleecing the companies.” 


World Conditions 


In discussing world conditions he said: 
“We earned reasonable profits in In- 


dia and South Africa. Even in Shanghai 
we did fairly well. It was not so good 
in Australia, where the business is ham- 
pered, in all sorts of ways, by legislation. 
We've had a good experience in Belgium. 
We’ve made, on the average, 8% un- 
derwriting profit there for the last ten 
years. It’s been good in France. We've 
made profits there for the last twenty- 
five years, excepting last year, when we 
had a small loss. And, of course, we 
always do well in Great Britain.” 

“I’m very proud of our home business,” 
he continued. “Do you know that we've 
over £3,000,000 premium income in Great 
Britain. We’re about third in volume; 
only two other companies have more. 
We owe it to the intensive development 
of agencies in the rural areas. We've 
always made a point of having a General 
Accident agent in the smallest towns and 
villages. Why, in the County of Perth, 
with a population of only 102,000 people, 
we collect £118,000 premiums a year, or 
over £1 a head.” 


UTAH AUTO GUEST DECISION 


The Utah Supreme Court holds that 
drivers of automobiles are not responsi- 
ble for injuries to non-paying guests 
when such guests do not exercise ordi- 
nary caution in their own behalf. 

This decision came as a result of a 
daughter suing her mother, who had been 
driving. The mother had broken her 
spectacles and her impaired vision pre- 
vented her seeing a rut in the road. The 
daughter was aware of the broken spec- 
tacles and the impaired vision, but she, 
a good driver, preferred to read a book. 
Thereby she failed to exercise ordinary 
caution and was denied damage for in- 
juries she received in the accident which 
occurred. 








BLAND CONVENTION DELEGATE 


R. Howard Bland, chairman of the 
board of the United States F. & G., was 
a delegate from Maryland to the Dem- 
ocratic convention in Chicago last week. 
An admirer and supporter of Governor 
Ritchie of that state, Mr. Bland was a 
member of the big contingent from 
Maryland which urged Governor Ritch- 
ie’s nomination for the Presidency. 
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Seek Safety Record at 
Rockefeller Center 


ARCHITECTS COMMEND EFFORT 
2,000 Daily Workers Guided by Accident 
Prevention Rules; Dust Trap Dev- 
vice to Eliminate Silicosis 
The American Institute of Architects, 
in a report recently made by S. R. Bishop, 
chairman of its committee on health and 
safety, declares that a new record for 
safety in building operations is promised 
at the Rockefeller Center, 50th Street and 
Fifth Avenue, New York, as the result 
of organized effort to demonstrate how 

accidents can be minimized. 

“On this operation, the largest of its 
kind ever undertaken,” the report says, 
“nothing is being left undone to reduce 
to a minimum the number of accidents. 
The operation is under close observation 
by safety engineers and inspectors, and all 
contractors and subcontractors are work- 
ing to the end that a safety record shall 
be established which will show what can 
through 


be accomplished co-operative 


methods. 
Accident Bureau on Site 

“The program calls for monthly meet- 
ings of the contractors’ organizations and 
fortnightly meetings of the job foremen 
and the different safety organizations. 
The insurance company maintains an acci- 
dent bureau on the site and its represen- 
tatives are always present. Safety litera- 
ture is distributed, buildings are placarded 
and small booklets containing general 
safety rules are issued to each man em- 
ployed, and all workmen have strict or- 
ders immediately after accidents for ex- 
amination in order that necessary first aid 
may be given if required. 

“Three safety inspectors are employed 
by the steel erectors. Three inspectors 
represent the insurance company and one 
represents each general contractor. The 
number of employes on the operation 
averages from 1,700 to 2,000 daily.” 


New Dust Trap Demonstrated 


The extent of the effort being made to 
safeguard the workers’ health is shown 
in the recent demonstration at the Center 
of a new dust trap for pneumatic rock 
drills, which eliminates the danger of sili- 
cosis. It is the invention of G. S. Kelley, 
mechanical engineer of the George J. At- 
well Foundation Corp., in collaboration 
with George J. Atwell. This trap is being 
used on all drills at the Rockefeller ex- 
cavation, and in addition to safeguarding 
the drillers it has added value in that 
every eight hours a cubic foot of silica 
dust is collected. In this form silica is 
valuable for giving a hard finish to cer- 
tain paints. 

When the dust trap was first demon- 
strated six drillers first made a number 
of holes with the new device which takes 
the dust away by means of an air stream 
as it wells up out of the hole. Then the 
drillers used the wet method of drilling 
in which a fine spray of water is thrown 
over the workers from the drills. This, 
although it cuts down the silicosis haz- 
ard, does not strain the fine particles and 
exposes the workers to other dangers by 
keeping them constantly wet. 

After this demonstration the men 
drilled in the ordinary manner for a few 
minutes, raising a cloud of dust with a 
pungent odor which sent a crowd of 200 
spectators scurrying and covered clothes 
and faces with a fine white powder. 


NEW DUTIES FOR ROLLO E. FAY 
Rollo E. Fay, former manager of the 
Century Indemnity in San Francisco, 
has been selected by James A. Beha, 
chairman, casualty acquisition cost con- 
ference, to be his assistant in handling 
matters pertaining to the conference in 
California. Mr. Fay is also liquidator 
in that state for the Southern Surety. 


C. B. Morcom Observes 
30th Year With Aetna 


OCCASION WIDELY CELEBRATED 


Vice-President in Charge of Casualty 
and Surety Underwriting, He is 
Known from Coast to Coast 





Clifford B. Morcom, vice-president of 
the Aetna Life, Aetna Casualty & Surety 
and Automobile of Hartford, has been 
the guest of honor in the past week at a 
number of parties staged in observance 
of his thirtieth anniversary with the 
Aetna Affiliated Companies. One of the 
most popular executives in the organiza- 
tion, he has advanced step by step from 





MORCOM 


CLIFFORD B. 


humble duties to the vice-presidency in 
charge of underwriting of all casualty 
and surety lines. 

Mr. Morcom was first the recipient of 
a “pre-anniversary” party at the cottage 
of his friend, James Ramage, at Beach 
Park, at which he was presented with a 
testimonial gift in the form of a desk 
clock suitably inscribed. Then came the 
official recognition of the milestone by 
the company on July 1, accompanied by 
flowers, telegrams and letters from a 
host of friends both at the home office 
and in the field. 

One of Mr. Morcom’s chief interests 
outside of company activities has been 
the National Bureau of Casualty & Sure- 
ty Underwriters with which he has been 
personally identified for many years. In 
Bureau circles he is recognized as an 
authority on rate-making. He is a mem- 
ber of the executive committee of both 
the Bureau and the Association of Cas- 
ualty & Surety Executives, and his 
knowledge of Bureau affairs is extensive 
and comprehensive. He has always been 
a leader in support of the Bureau’s 
ideals. 

His activity as underwriting vice-presi- 
dent of the Aetna Affiliated Companies 
has given him’ extensive travelling 
throughout the nation-wide territory cov- 
ered by these companies. He joined the 
organization in 1902, shortly after his 
graduation from the Hartford Public 
High School. 





SILENCE VOIDED POLICY 

An automobile liability policy issued to 
the insured as sole and unconditional 
owner when as a matter of fact the car 
had been bought on a condtional sales 
agreement is void, the New Jersey Court 
of Errors and Appeals has held in Hud- 
son County vs. Garfinkel et al. Although 
the agent knew of the actual ownership 
it was held that the insured’s silent ac- 
ceptance of the policy bound the con- 
tract with a false warranty. Therefore 


the company was not liable for damages 
covered by the policy. 


Sam Brewer, Interboro 
Mutual, Dies in Office 


WAS FORMER NEWSPAPER MAN 


Once Spokesman for Brewery Business; 
National Association of Mutual 
Casualty Co.’s President 


Samuel S. Brewer, one of the most pic- 
euresque figures in the casualty insur- 
ance business, and a real wit, died this 
week. He was general manager of the 
Interboro Mutual Indemnity, president 
of the National Association of Mutual 
Casualty Companies, and vice-president 
of the American Mutual Alliance. Mr. 
Brewer had strained himself lifting 
stones on his estate at Stamford, Conn., 
and arrived in his office Tuesday with 
bandages on his back. Death took place 
while he was speaking with his associates 
in his office on Union Square, New York. 

Sam Brewer was a newspaper man in 
the South. Thirty years ago he came 
to New York, geting a job on the New 
York Sun. Later, he was with the New 
York American and The Music Trades. 
He left journalism to go with the Brew- 
ers Board of Trade as secretary and 
publicity man. He became manager of 
the Brewers Mutual Indemnity . Co., 
which in 1918 changed its name to the 
Interboro Mutual. He left a widow, 
Bessie March Brewer, illustrator and 
etcher; and three children, Samuel Pope, 
D’Arcy and Ann. 

Mr. Brewer was a nephew of the late 
William Sullivan, U. S. Senator from 
Mississippi. 





FORM DOCTORS MUTUAL 


Former Oklahoma Insurance Offficial 
Heads Company Guaranteeing Doc- 
tors and Hospital Bills 

William Murdock, former secretary of 
the Oklahoma State Insurance Board, an 
office equivalent to that of insurance 
commissioner in other states, heads the 
newly incorporated American Medical 
Insurance Society of Oklahoma City 
which will issue a novel kind of accident 
benefit policy. This will provide no cash 
benefits but assures that bills will be 
paid in case of sickness or accident. It 
covers for accidental death or accident, 
hospitalization and doctors’ fees in sur- 
gical operations and professional serv- 
ices in the home. All cash benefits go 
to the doctors and hospitals for their 
services. The company operates as a 
mutual and will apply for a license as 
soon as the required number of members 
have been secured. The policy has been 
approved by the State Insurance Board. 

Other officers in addition to Mr. Mur- 
dock who is president are Judge George 
M. Nicholson and S. P. Berry, formerly 
associated with the General Security 
Corp., as vice-presidents. 





NO DECISION ON RATE INCREASE 


Tie Votes in Rates Committee of Na- 
tional Council Expected to Be Ab- 
solved by C. W. Hobbs Next Week 
No decision was reached a week ago 

in the rates committee meeting of the 
National Council on Compensation In- 
surance relative to the extent of the 
emergency rate increase approved at the 
recent commissioners’ gathering. There 
were several tie votes among members 
of the rates committee which will have 
to be absolved by Clarence W. Hobbs, 
special representative of the commission- 
ers on the staff of the Council. Definite 
decision is expected about the middle of 
next week. 





MINTURN LEAVES NAT’L UNION 


A. M. Minturn has resigned as general 
attorney of the National Union Indem- 
nity. Mr. Minturn has been with the 
company more than five years in various 
capacities, chiefly concerned with claims 
work, and is leaving the organization to 
take a much-needed rest prior to an- 
nouncing his future plans. 


Seeks Replacement 
Of Receiver’s Bonds 


WRITTEN BY UN. J. FIDELITY 
Seven Cos. Selected by Comptroller of 
Currency to Participate in Schedule 
Bond; National Surety Refuses 


When the New Jersey Fidelity & Plate 
Glass closed its doors a few weeks ago 
and reinsured in the Commercial Cas- 
ualty there was outstanding some $13,- 
000,000 of liability on bonds written by 
the company on receivers and examiners 
of closed national banks throughout the 
country. Replacement of these bonds 
was imperative. The Comptroller of 
Currency at Washington, advised of the 
situation, drew up a schedule bond and 
decided to apportion the business to 
seven surety companies. They were the 
National Surety, Fidelity & Deposit, 
American Surety, Hartford Accident, 
Glens Fall Indemnity, United States F. 
& G. and Maryland Casualty. 

Although it is learned that three of 
these companies have accepted the pro- 
posal of the Comptroller of Currency 
after certain changes had been made in 
the bond form and in the rate which all 
of the carriers considered too low at 
$1.50 per thousand, the others are either 
holding up their decision or turning it 
down. 

The National Surety, it became known 
this week, has refused to participate. 
The plan of writing the business on a 
schedule form out of Washington did not 
appeal to its officials. Furthermore this 
company did not consider it fair to orig- 
inating agents that they should be de- 
prived of commission on the replace- 
ment. “Too much like eliminating the 
agent from the picture,” was the view- 
point taken. Under the new schedule 
bond, it seems, the business would be 
free of commission, 

When the various home offices first 
received word of the proposal from their 
Washington representatives objection 
was also voiced in regard to the Comp- 
troller’s plan of binding the companies 
on notice without giving them time to 
check up on the men who had been ap- 
pointed receivers. It is understood that 
this condition is being remedied. 





LAUNCH CASUALTY CO. OF N. J. 


President Is W. D. Ward, Formerly Sec- 
retary of N. J. Fidelity; No Organi- 
zation Expense; Conservative Policy 
A new casualty company is now get- 
ting under way in Newark, N. J., known 
as the Casualty Company of New Jersey, 
which will have a capital of $200,000, sur- 
plus of similar amount, and will write 
casualty lines but not fidelity and surety 
business. The organizers are W. D. 
Ward, former secretary of the New Jer- 
sey Fidelity & Plate Glass, who is to be 
its president; H. S. Hayes, vice-president 
and secretary; W. N. Saul, treasurer, 
and R. A. Fraser, assistant secretary. 
They were all with the New Jersey Fr 
delity. 
Confident that this is a favorable time 
to organize a new casualty company be- 
cause of the present low market for se- 
curities for investment of its capital, the 
organizers of the Casualty Company 0 
New Jersey are making good progress 
launching the company. Operations at 
first will be in New Jersey, Rhode Island, 
Illinois and Colorado. “Already A. D.- 
Kuhns & Co. of Chicago, former mana- 
gers of the New Jersey Fidelity, has 
been selected as general agents in that 
territory; other appointments are being 
made. Quality of production rather than 
quantity is the desire of the manage 
ment. ‘ 
The new company, incidentally, will 
have little or no organization or stoc 
sale expense. Temporary headquarters 
are being maintained at 810 Broa 
Street, Newark. 
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Determining Asset Value 
Of Depository Salvage 


TREASURY DEP’T AIDS SURETIES 





Companies Submit Lists of All Claims 
Against Closed Nat'l Banks; Advice 
To Be Ready July 25 





\s an aid to surety companies in de- 
termining a conservative asset value basis 
as of June 30 on salvage recoverable from 
depository bonds covering deposits in 
closed national banks, the Treasury De- 
partment of the United States requested 
and received last week from all bonding 
companies reporting to the Department a 
list of all such banks in receivership 
against which the sureties have depository 
bond claims or in which they have de- 
posits, 

The purpose of the Treasury Depart- 
ment in requesting these lists was to give 
the companies the best possible advice, 
based upon information made available to 
its section of surety bonds, as to the con- 
servative asset values of their claims 
against these insolvent banks, measured in 
terms of percentages of such claims. This 
advice will be ready for the sureties not 
later than July 25, 1932. = 

It is emphasized that the dividends 
which such banks may pay in the course 
of liquidation may not in the end corre- 
spond to such asset values and the Treas- 
ury, therefore, cannot assume any respon- 
sibility for their accuracy. 

May Take Cred.t in June 30 Statements 

In a recent letter to executive heads of 
the surety companies James H. Douglass, 
Assistant Secretary of the Treasury, goes 
into detail as follows on the basis of asset 
values to be permitted: 

“The companies will be allowed by the 
Treasury to take credit in their financial 
statements to be submitted as of June 30, 
1932, if they desire, for salvage items 
representing their claims against insolvent 
national banks upon the basis of the asset 
values referred to above. Those asset 
values will be for use as of June 30, 1932, 
and are subject to change at later report- 
ing periods whenever subsequent infor- 
mation may be received affecting the sta- 
tus of any values allowed for use as of 


June 30, 1932. 
Se2k Separate Lists of State Banks 


“The companies may use photostatic or 

certified copies of the Department’s noti- 
fications in support of the asset values 
carried for such items in their financial 
reports to the Treasury, State or other 
ofhcials with whom their financial reports 
may be filed, but the Treasury will not 
authorize the use of such information for 
any other purposes. 
_.'For the advance information of the 
Treasury, it will be appreciated if, at the 
same time that lists of insolvent national 
vanks are submitted, separate lists show- 
ing State banks prepared in the same 
form against which reporting companies 
have claims arising out of depository 
onds, or in which they have deposits, be 
submitted. 

“These lists should also include the 
names of any banks on which notices of 
claims have been received but on which 
no losses have as yet been paid.” 





HONORED ON 25TH ANNIVERSARY 
Thomas N. Bartlett, manager, claim di- 
Mest of the Maryland Casualty cele- 
rated his twenty-fifth anniversary with 
the company on June 26. Members of 
his staff at the home office and the men 
in the field surprised him with presents 
and flowers, and showered him with tele- 
grams and letters. 
4 Mr. Bartlett. managed the Baltimore 
claim division in 1910; was made super- 
intendent of workmen’s compensation 
claims in 1915, and in 1921 he was ap- 
Pointed manager of the workmen’s com- 


penaation — division. Mr. Bartlett 
vas appointed to his pres siti 
1927 present position 


in 


RETURN OF LOAN DENIED 
Mrs. Amelia Kohl, Who Lent Defunct 
Prudential C. & S. $21,940, Loses in 
Court Fight; Believed Co. Solvent 

Circuit Judge Albert D. Nortoni of St. 
Louis, has denied the application of Mrs, 
Amelia Kohl of Normandy, Mo., for an 
order of court requiring State Superin- 
tendent of Insurance Joseph B. Thomp- 
son to surrender to her deeds of trust 
valued at $21,940 included among the as- 
sets of the defunct Prudential Casualty 
& Surety of St. Louis now being liqui- 
dated by Superintendent Thompson. 

Judge Nortoni held that the deeds had 
been turned over to the company for the 
purpose of bolstering its assets and to 
replace other securities which were to 
be charged off at the direction of the 
Missouri Insurance Department and that 
although Mrs. Kohl was not aware of 
the conditions of the transfer of the se- 
curities, her son, Fred Kohl, then treas- 
urer of the company, who was her agent, 
was charged with knowledge of its pur- 
pose, being a member of the company’s 
board of directors. 

Ford W. Thompson, attorney for Mrs. 
Kohl denied that Fred Kohl had acted 
as the agent for his mother but had rep- 
resented the company. Fred Kohl testi- 


SENDS OUT BURGLARY WARNING 





National Bureau Advises Householders 
to Take Six Measures to Make 
Loss Less Likely 


The National Bureau has sent to daily 
newspapers a release reminding the pub- 
lic of the fact that burglars take ad- 
vantage of summer vacations to break 
into houses. The Bureau suggests: 

1. Don’t forget to stop newspapers 
and milk deliveries; they are a sure tip 
that there’s nobody home. 

2. Don’t fail to lock your doors with 
approved deadlocks; the ordinary spring- 
lock is a joy to the criminal. 

3. Don’t neglect your windows. Fast- 
en them with effective catches, not the 
ordinary ones you found there which can 
be opened with a table knife. 

4. Don’t postpone storing your furs, 
solid silver, and jewelry. 

5. Don’t imagine that you can hide 
valuable trinkets in secret places; there 
are no secrets from the thief who is a 
psychologist himself. 





fied that at the time he obtained the 
loan from his mother he believed the 
Prudential Casualty & Surety to be sol- 
vent and that it had a yearly premium 
income in excess of $600,000. 


PAY TRIBUTE TO JOHN URMSON 





Comptroller-Secretary of London & Lan- 
cashire Ind., 30 Years in Its Service, 
Given Gold Plaque 

Starting as a junior clerk in its Great 
Britain head office in 1902, John Urm- 
son, now secretary and comptroller of 
the London & Indemnity 
United States branch, observed his thir- 


Lancashire 


tieth anniversary of continuous service 
a week ago, receiving not only floral 
tributes but a brochure from the com- 
pany’s employes, made of hand-fashioned 
Italian paper, bearing appropriate word- 
ing to the occasion on a gold plaque. It 
was signed by 121 employes. 

Mr. Urmson served the London & 
Lancashire Indemnity at its head office 
as head of its investment department, 
being transferred to the United States in 
September, 1921, to be comptroller. La- 
ter he was given additional duties as 
assistant secretary, then the secretary- 
ship. He is now secord in executive 
rank here to Gilbert Kingan, United 
States manager, who personally joined 
with employes in the congratulatory 
greetings of the anniversary day. 





ul 

ln SELECTING a surety company 
to represent, the insurance agency 
which fully appreciates its obligations 
as a purveyor of sound protection, 
will first make sure that the company 
under consideration has the requisite 
financial strength to meet its matured ob- 
ligations; second, that it has the ability 
to service properly the various types of 
contracts which it offers; third, that its 
underwriting and administrative policies, in 

so far as they affect its agents, are equitable; 
fourth, that it is equipped to investigate its 
clients’ claims promptly and thoroughly; fifth, 
that its practice is to pay its just claims promptly 
and without refuge behind technicalities. 


“Those are the factors which this agency took 

into consideration when it chose the Fidelity and 
Deposit Company of Maryland and, during themany 
years in which we have represented the F&D, we 
have never found any fault with the Company, either 
in its relations with its agents, or in the manner in which 
it has discharged its obligations to the public under its 


WA ; 
Pan aot ies, 


Watertown Underwriters Corporation 


contracts.” 
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On the Production “Firing Line” 








Prove Agents’ Worth 
By Safety Activity 


A. W. WHITNEY’S CHALLENGE 





American Agency System on Trial in 
Automobile Situation, Bretton 
Woods Meeting Told 





What the agent does in the matter of 
bringing about better safety records in 
the automobile field will play an impor- 
tant part in determining the future of 
the American agency system, Albert W. 
Whitney, associate general manager of 
the National Bureau of Casualty & Sure- 
ty Underwriters, told the New England 
Associations of Insurance Agents at their 
meeting at Bretton Woods, N. H., this 
week. He pointed out that here was the 
agent’s opportunity to prove the value of 
agents in the insurance system. 

John J. Hall, director of the street and 
highway division of the Bureau, sup- 
plemented Mr. Whitney’s remarks by 
talking on “The Conservation of Life— 
the By-Product of Insurance.” 

A Chance Agents Should Jump At 

After explaining why the agent is the 
person best placed to carry forward the 
safety work, Mr. Whitney said: “Not 
only is insurance, together with all other 
businesses, on trial but the agency sys- 
tem itself. The public wants to know 
whether the agent is performing a serv- 
ice that is commensurate with its cost, 
or whether there are better and cheaper 
ways in which the same service can be 
had. It is a time when an agent, like 
every other person who has a part in the 
carrying on of our economic system, 
should be keen to demonstrate that he is 
a valuable part of the system. 

“Here is a real job, the placing of the 
country on a basis on which traffic can 
be handled safely and efficiently; it is a 
job that the agents are particularly fitted 
to do; it is a job which is directly in 
the line of their own financial interest, 
and it is a job which the country des- 
perately needs to have done; they ought 
to jump at the chance to do it. 

Bureau Will Assist 

“The National Bureau is in a position 
to assist you. We have been working at 
the problem for about ten years. We 
have made no serious attempt to pub- 
licize this work, feeling that the impor- 
tant thing was to get a solid basis of 
accomplishment which would be ready 
when the time arrived for making use of 
it. The time has now arrived. We are 
not only thoroughly prepared to be of 
assistance to the agents but we are plan- 
ning to enter into the work more vigor- 
ously on our own account. 

“The conservation work of the Bureau 
has been placed in a separate depart- 
ment. In the past much of our work 
has been done indirectly. For instance, 
the Bureau finances and has financed for 
ten years the work of the Education Di- 
vision of the National Safety Council. In 
the future we shall do a larger part of 
the work directly. We are prepared to 
help you in the development of programs, 
in making contacts, in giving technical 
advice, particularly in the field of traf- 
fic control and education and in furnish- 
ing speakers.” 

Pamphlet copies of suggested safety 
programs were distributed at the meet- 
ing. They will be printed later. 

Mr. Whitney pointed out that conser- 
vation had been made the theme of the 
agents’ meeting. He called attention to 
the prevention activities of the fire com- 
panies, stressing how in the casualty field 
there was one line that did lead all in- 
surance in conservation—three times as 
large a part of the premium being used 
for conservation as for losses. That line 


is boiler insurance. Then the speaker 
said: 

“Automobile rates are an almost me- 
chanical reflection of the experience of 
the community; an unfavorable experi- 
ence measured either in the number and 
severity of accidents or in the increased 
cost of claims shows in the rates almost 
automatically. The good of the business 
requires the lowering of rates; but there 
is no way in which rates can be brought 
down except by removing the causes that 
are producing high rates, increased acci- 
dents and increased claims. The agent, 
if he wishes to see the automobile busi- 
ness put on a better basis, must have 
his part in the undertaking. 

“Not only do the agents belong in the 
picture, however, because of their own 
self-interest but also because they are 
perhaps the group that at the present 
time can handle the situation most suc- 
cessfully. Much has been already done 
in this field; we know in general what 
steps should be taken. What is needed 
now is to get this program of activities 
into effect from one end of the country 
to the other. The message needs to be 
carried into every community and the 
people of that community stirred into 
action. This is something that the agents 
are peculiarly fitted to do. The organ- 
izations of the insurance companies 
= into every community in the 
and. 





MUST REFUND CHARGE 





Extra Premium Was For Liability A!- 
ready Covered in Policy, Supe-i:- 
tendent Van Schaick Holds 


Ruling that an extra charge had been 
made without basis on a liability policy, 
New York Superintendent George S 
Van Schaick last week ordered the (:lobe 
Indemnity to return the excess premium. 

The broker in the case complained to 
the Superintendent that in the case of 
a policy on the Columbia Grammar 
School an additional premium charge 
was levied for certain extensions in the 
insurance, to cover liability away from 
the school premises. although this haz- 
ard was included in the rate computed 
without endorsement. The Superintend- 
ent ordered the extra premium refunded. 

Superintendent Van Schaick then re- 
quested the National Bureau of Casualty 
& Surety Underwriters to “review its 
filings of rates and rules in regard to 
general liability risks of this class and 
clearly set forth the scope of coverage 
available to assureds under the premium 
rates set forth in its manual.” 





AWARDED RECEIVER’S FEES 


J. A. Bernhard Winding up Great East- 
ern Casualty Affairs; Creditors Ex- 
pect to Be Paid in Full 

John A. Bernhard, who was appointed 
receiver for the Great Eastern Casualty, 
which went on the rocks in January, 
1930, has been allowed by Vice-Chancel- 
lor Berry in Newark receiver’s fees to- 
talling $5,000 for his work in winding up 
the affairs of the company. Bernhard 
told the court that all creditors would 
be paid in full and that he now had on 
—_ bonds worth $49,000 and $8,312 in 
cash. 

The company was organized the latter 
part of 1929 by the late Emanuel S. Mar- 
gulies, who had been in the business ten 
years and was an agent for a number 
of companies. He was killed in an air- 
plane accident. 





NEW BOOKS IN LIBRARY 


The following new books, both in Ger- 
man, have been received by the library 
of the Insurance Society of New Yor’: 
“Liability Insurance” by Dr. Emil Herz- 
felder and Dr. T. K. Katsch (second edi- 
tion), and “Life Insurance” by Dr. He'n- 
rich Braun. 


81 William Street, New York 
Tel. JOhn 4-2179 





GOOD WORK BY B. M. HARRIS 





Helps N. Y. State Bicentennial Commis- 
sion Get 3-Day Accident Coverage 
For Students on Bus Trip 

Berthold M. Harris, New York insur- 

ance broker who is secretary of the In- 
surance Brokers Association, co-operated 
last week with the New York State 
George Washington Bicentennial Com- 
mission in the placing of an unusual ac- 
cident insurance coverage on a party of 
nineteen high school and college stu- 
dents, winners in a state-wide oratorical 
contest, whom the commission is taking 
as its guests on a round trip motor bus 
trip from New York City to Washing- 
ton and Mount Vernon. 
_The difficulty in securing this protec- 
tion lay in the fact that several of the 
party were minors under the usual in- 
surable age clause in straight accident 
policies. The New York state attorney 
general, however, had ruled recently that 
protection against any liability to injury 
to its guests or members of its executive 
staff should be secured by the commis- 
sion. t 

Keeping this in mind Mr. Harris was 
able to place two policies for a three 
day period, one being in the Aetna Cas- 
ualty & Surety for $50,000 on one person 
with total liability of $100,000 for any one 
accident in which more than one person 
was injured while traveling on the bus. 
The other policy in the Aetna Life, in- 
suring the same limits of $50,000 to $100,- 
000, covered legal liability for all acci- 
dents while the party was not on the bus. 

This coverage was secured in less than 
three days’ time, and the details were 
worked out by telephone conversation 
between the office of the Commission at 
Albany and Mr. Harris. 





WARN ROBBERY POLICYHOLDERS 





Increase of 22% in Losses So Far This 
Year, Travelers Indemnity Finds; 


Asks Increased Care 


Requests that householders exercise 
unusual care in locking premises when 
absent even for a few hours, and that 
business concerns lay plans to help pre- 
vent hold-ups of their paymasters and 
messengers, have been made by the 
Travelers Indemnity in a notice sent out 
to burglary and robbery policyholders. 

James H. Coburn, vice-president of the 
company, in announcing its experience 
on burglary, robbery and theft losses for 
the past year showed that there was an 
increase of 20% in the number of such 
crimes over the year before. Such crimes 
have increased 157% in the past fifteen 
years, according to the Travelers figures. 

In the first five months of this year 
there was an increase of 22% in the 
number of burglary losses over the cor- 
responding period of last year, a 50% in- 
crease over the first five months of 1930 
and an increase of 73% over the same 
period of 1929. 





KIDD ON AGENCY BALANCES 

Insurance Commissioner John C. Kidd 
of Indiana has cautioned companies op- 
erating in that state against granting 
agents more than forty-five days’ credit 
in the payment of agency balances. He 
says that any agent whose balances are 
not paid within the specified limit is sub- 
ject to having his license revoked on the 
legal grounds that “the interests of the 
company” and “the insurable interests of 
the public” are not properly served un- 
der said license. 


NEw JERSEY risks— 
A. W. MARSHALL & CO. 


Fire, Casualty, Auto & Marine Agents 











31 Clinton Street, Newark, N. J. 
Tel. MI tchell 2-0963—0964 








First Speed Law in 1678 

The first speed law, or very nearly 
the first, in America was passed by 
the Rhode Island assembly in 1678 
after a child had been run down by 
an equestrian, according to the Aetna- 
Izer. It read: 

“Whereas there was very lately in 
the towne of Newport on Rhode 
Island very greate hurte done to a 
small childe by reason of exceeding 
fast and hard riding of horses in said 
towne, this assembly—being desirous 
for the future to prevent the like mis- 
chief, doe ordain that if any person 
shall presume to ride on either horse, 
mare or gelding at a gallup or to run 
speed, said person shall for his of- 
fense pay into the treasurer of said 
towne 5 shillings in money on de- 








mand.” 





R. A. HOGSETT ANNIVERSARY 





Boston Casualty Manager of Travelers 
Began With Co. 25 Years Ago in 
Reading; Given Dinner 
One night last week associates of Rob- 
ert A. Hogsett, manager of casualty lines 
for the Travelers at Boston, gave a din- 
ner in his honor at the Boston Chamber 
of Commerce in observance of Mr. 
Hogsett’s twenty-fifth anniversary with 
the company. Business cares were for- 
gotten, sentiment reigned, as felicitations 
were accorded the guest of honor whose 
first post with the company was in 1907 
at Reading, Pa. He was presented with 
a silver punch bowl, the gift of his Bos- 

ton associates, 

An authority on casualty lines, Mr. 
Hogsett recently completed a term as 
president of the Boston Casualty Man- 
agers’ Association. He has been in charge 
of the Travelers’ casualty business in 
Boston since the death of Arthur E. 
Gates in 1926, and has made many 
friends there both for himself and the 
company. 

Starting as special agent in Reading 
Mr. Hogsett was subsequently made 
manager of the Travelers office there. 
Then he was called to the home office 
underwriting department in 1910 but re- 
turned to the field the following year to 
manage the casualty department of the 
St. Louis office. From 1913 to 1917 he 
was in charge of casualty lines at Mil- 
waukee and Albany respectively. From 
1917 until his appointment to the Boston 
managership he was casualty manager of 
the Cleveland office. 





THOMPSON S. SAMPSON RESIGNS 


Thompson S. Sampson, first vice-pres- 
ident of the Century Indemnity, casualty 
mate of the Aetna (Fire) since the com- 
pany started active operations in 1926, 
has resigned. A Harvard graduate, he 
has been in the business for more than 
twenty years, starting with the American 
Mutual Liability in 1911. Before joining 
the Century Indemnity he was with the 
Maryland Casualty as resident manager 
at Boston. 





JUDGE QUESTIONS POLICY 


Judge Dungan of the Circuit Court im 
Newark has questioned the right of 2" 
insurance company to make reservations 
in its policies with an insured automo- 
bile owner when such reservation wou 
be harmful to the claim of a person In- 
jured by an automobile The question 
arose through the fact of a suit whic 
was brought by one Charles Suydam ° 
Newark against the Hudson Casualty, 
now merged with the Public Indemnity. 
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Women’s Health Claims 
Increase in England 


FRIENDLY SOCIETIES ALARMED 





Insurance Groups Consult With Minister 
of Health; Warning Sounded by 


President Henry Lesser 





Considerable alarm over the increase 
of claim payments to women under the 
British health and disablement insurance 
system has been manifested in several 
quarters in England. The British Health 
Minister recently received a deputation 
from seven insurance bodies to discuss 
the situation. Sir Walter Kinnear, con- 
troller of the health ministry insurance 


department, recently sounded a warning 
on the subject in a lecture before the 
Insurance Institute of London and Hen- 
ry Lesser, president of the National Fed- 
eration of Employes’ Approved Societies, 
at the general meeting of the federa- 
tion in London recently set forth the 
situation. Sickness insurance is written 
under a special law in England by or- 
ganizations called “friendly societies.” 

The deputation that called on Sir E. 
Hylton Young, health minister, included 
representatives of the Association of Ap- 
proved Societies, the Joint Committee of 
Approved Societies and other similar 
bodies. Attention was called to the 
great increase during recent years in the 
expenditure of approved societies on 
sickness and disablement benefits for 
women, and especially married women. 
The health minister stated that the mat- 
ter would receive consideration. 


Solution Not Yet Reached 


Mr. Lesser in reporting to the fed- 
eration said that no satisfactory expla- 
nation had been found for the extraor- 
dinary increase. “The position regarding 
men is sufficiently serious,” he said, “but 
the claim ratio among women is so ab- 
normally high that unless some altera- 
tion is made in the rates of contribu- 
tions or benefits grave deficiencies are 
in prospect. 

“The number of women in industry is 
over 5,500,000, or about one-half of the 
number of men. According to the esti- 
mate made at the last valuation, about 
1,100,000, or 21%, are married. There 
has been a gradual increase in the num- 
ber of women remaining in insurable 
employment on marriage. 

“Generous allowance was made by the 
actuary for increase of sickness among 
women generally as compared with men. 
Yet despite this ample margin, the re- 
sults show an excess of 4% in the claims 
for sickness benefit, and 38% in those 
for disablement benefit. 

“Moreover, it is found in the case of 
women that the total number of weeks 
of claim for disablement benefit was 
approximately the same as for sickness 
benefit. Seeing that only 15% of those 
insured are over the age of 45 the de- 
gree of chronic invalidity among the 
younger of the insured women is ex- 
ceedingly high.” 

“More Than Their Fair Share” 


Discussing the Government Actuary’s 
Proposals to restore financial soundness 
Mr. Lesser said that in them no attempt 
had been made to differentiate between 
married and unmarried women, doubtless 
for very good reasons. Yet it was clear 
that the married women received far 
more than their fair share in benefits, 
— constituted an exceptionally heavy 
_ The opinion was widely held that mar- 
ic —— workers were not strictly an 
a - Proposition, but to exclude 
7 = rom the National Insurance 
cheme would amount to a subversion of 
Pi of the fundamental objects of the 
Bing whole problem of women’s insur- 
te was the subject of most careful 
ee by the Approved Societies, 
and they hoped at an early date, in 
Hentation with the Minister of 
—" to arrive at a satisfactory solu- 


Referring to the serious loss of con- 





tributions due to unemployment, Mr. 
Lesser said: 

“The position today is that while full 
benefits are being paid to the great mass 
of the insured, less than 90% of the 
contributions required to support those 
benefits are being collected. If this ex- 
perience should continue many societies 
are likely to find themselves in a pre- 
carious position at the next valuation.” 

Unless the state were prepared sub- 
stantially to subsidize the insurance fund 
the approved societies could not continue 
to be liable for benefits to persons who 
failed to pay the corresponding rates of 
contribution. Relief must be distin- 
guished from insurance, and should be 
administered through the social serv- 
ices available for the purpose. 





JUDGE CRITICIZES DEP’T 


Missouri Officials Lax, Court Claims 
After Hearing Auto Suit Involv- 
ing 347 Drivers 

Circuit Judge Robert W. Hall of St. 
Louis in taking under advisement the 
petition of the United Service Car Co. 
for an injunction to prevent the police 
from revoking the license of 347 drivers 
of service cars, charged that the Mis- 
souri Insurance Department was lax in 
enforcing the insurance laws of the state. 

Charges that a St. Louis municipal 
statute makes the city comptroller usurp 
the power of the State Superintendent 
of Insurance were made in the suit 
filed in the St. Louis Circuit Court by 
the United Service Car Co. and William 
Layman, driver of a service car. The 
statute requires service car operators to 
carry public liability and property dam- 
age in companies approved by the city 
comptroller. There were 347 operators 
cited to lose their licenses on the 
grounds that Comptroller Louis Nolte 
had refused to certify the solvency of 
the insurance company writing the poli- 
cies for most of the service car men. 

The suit charged that the ordinance is 
illegal, and asked a permanent injunction 
to prevent officials from enforcing it. 
The attorney for the United Service Car 
Co. states that the Chicago company car- 
rying the line is licensed to do business 
in Missouri, has paid all its claims 
promptly and has $250,000 of sound as- 
sets in excess of all liabilities. 

The suit charged that the ordinance 
vesting in the city comptroller the power 
and discretion to determine soundness 
and responsibility of an insurance com- 
pany is a violation of the constitution 
and the statutes of Missouri, as the Mis- 
souri State Insurance Department is 
charged with the execution of laws in 
relation to insurance. It is further con- 
tended that even should the court find 
the city has the power to give the comp- 
troller the authority the ordinance seeks 
to vest in him, the ordinance is so un- 
just and so unreasonable it should be 
set aside. 

In taking the case under advisement 
Judge Hall said, “Apparently the city 
took the bull by the horns in passing the 
ordinance because of the laxity in en- 
forcement of state insurance laws.” Sev- 
eral companies insuring the service cars 
have gotten into difficulties in the past. 








BRITISH POLICY TRANSFER 


There is a general misunderstanding 
in England about the right way to trans- 
fer a liability insurance policy when an 
automobile is sold, many people believing 
that transfer is automatic. This mis- 
understanding was brought out recently 
when a plumber was in court for not 
having third party insurance on his car. 
The plumber had bought the car two 
days before an accident in which he 
knocked down and killed a woman. He 
had agreed to take over the policy held 
by the seller, who however delayed send- 
ing it to the insurance company for 


transfer. The plumber believed he was 
insured. No civil liability arose out of 


the accident but the insurance office, on 
hearing of it, refused _to transfer the 
policy. The case was dismissed. 


Automobile Insurance 


The Law Relating 


to 


By JOHN SIMPSON 


The new Second Edition cites and analyzes more than 1,000 
automobile insurance cases and contains more than three times 
the amount of text contained in the First Edition. All the Eng- 
lish and Canadian cases are included. 


Every phase of automobile insurance law is covered. The 
statement of the law necessarily includes many of the leading 
principles of insurance law generally. 


Where necessary, the essential facts of each case are stated 


in detail. 


The Second Edition is not a mere digest, but a treatise of 477 


pages, arranged in 21 chapters, 


containing 380 sections. 


A Table of Cases and a comprehensive analytical Index facili- 


tate reference. 


PART I 


Automobile Insurance Generally 
Chapter 
I. Constitution of the Contract 
II. Construction of Policy 
III. Reformation of Policy 
IV. Cancellation of Policy 
V. Notice and Proofs of Loss 
VI. Agents, Brokers and Adjusters 


VII. Arbitration, Appraisal and 
Award 

VIII. Extent of Loss and Amount of 
Recovery 


IX. Option to Repair 

X. Representations and Warran- 
ties 

XI. Subrogation 

Actions and Defenses 


PART II 


Matters Pertaining to the Differ- 
ent Kinds of Automobile 


Insurance 
Chapter 
XIII. Fire Insurance 
XIV. Theft Insurance 
XV. Collision Insurance 
XVI. Confiscation Insurance 
XVII. Transportation Insurance 
XVIII. Liability Insurance 
XIX. Insurance Policies and Bonds 
Covering Public Service 
Vehicles 
XX. Compulsory Liability Insur- 
ance 
XXI. Mutual and Reciprocal Com- 


panies and Associations 
Table of Cases 
Index 
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Best & Co. Books, Giving 
Company Results, Out 


ALSO INSURANCE STOCK DIGEST 





New Rating System Used in Fire & 
Marine and Casualty & Surety Re- 
ports; A. & H. Analysis 


The 1932 editions of the various A. M. 
Best & Co. books, including the Fire and 
Casualty & Surety Reports, Insurance 
Guide with Key Ratings and Digest of 
Insurance Stocks are now out. Because 
of present conditions these reports on 
company experience have taken on in- 
creased importance in the business. Soon 
ready will be Best’s Recommended Insur- 
ance Attorneys, a national reference work 
giving the names of attorneys serving in- 
surance companies in all centers of the 
country from towns of 5,000 population 
and upwards. 

A new feature in both the Fire & Ma- 
rine and Casualty & Surety Reports is a 
rating system bringing into use certain 
key words, based on the number of debits 
the company received on particular items, 
which indicates specifically the standing of 
that company. An explanation of this 
system is given in the preface of both 
books. Security valuations are also dis- 
cussed giving data on the commissioners’ 
convention requirements, Canadian valua- 
tions, and the Connecticut valuation basis. 


Stock Liquidation Values Worked Out 
These editions, as usual, report upon all 
stock, mutual, reciprocal and Lloyds op- 
erating in the casualty and surety and 
fire and marine fields. In addition fig- 
ures are given on the leading assessment 
accident and health associations and title 
and mortgage companies. Each company’s 
report contains the complete balance 
shect designating the security valuation 
used, and the liquidating value of each 
stock company is worked out on the ba- 
sis of the company’s statements as filed, 
and also estimated on the basis of se- 
curity values as of December 31, 1931. 
The history of each company from in- 
corporation to date is presented in the 
operation for the year 1931 and for the 
preceding nine year period, with a special 
paragraph devoted to the company’s in- 
vestments, Each report contains an under- 
writing exhibit, investment exhibit, move- 
ment of surplus exhibit, operating exhibit, 
dividend exhibit, list of kinds of insurance 
written, the states in which the companies 
are licensed, the officers and directors, 
and is followed by a complete underwrit- 
ing exhibit, covering, where available, a 
nine year period of operations, 
Complete statistical tables covering un- 
derwriting experience broken down by 
lines of business written by both stock 
and mutual companies appear in the back 
of the volume making immediately com- 
parable any company’s experience on any 
line with a similar experience of any or 
all other companies writing that particu- 


lar line. Averages are given not only for 
each line Lut for a series of years by 
lines. 


Accident & Health Analysis 

The second annual edition of Best’s 
Accident & Health Analysis is built upon 
the idea of questions and answers in chart 
form. ‘This book analyzes the leading 
policies of some 140 insurance companies 
transacting accident and health business, 
and in such a manner as to make com- 
parable the six leading policy coverages 
and rates of one company with those of- 
fered by any other. 

The Best’s Digest of Insurance Stocks 
is aimed at furnishing complete and accu- 
rate data on the value and earnings of the 
various companies by shares from the 
viewpoint of the investor, so that by a 
more or less quick reference to the stock 
of any company its value as to earnings, 
liquidating assets, etc., may be obtained. 

1932 Key Rating Book 

The 1932 edition of the Key Rating 
book represents the Twenty-sixth annual 
edition of this work. It supplies key rat- 
ings and comprehensive information show- 
ing the financial condition, general stand- 


Insurance Viewed As 
Depression Antidote 


ENCOURAGING TALK BY IVES 
Visualizes Before New England Gather- 
ing the Opportunities Ahead for Busi- 
ness in Casualty-Surety Field 


Henry Swift Ives, special counsel, As- 
sociation of Casualty & Surety Execu- 
tives, gave considerable encouragement 
to the New England agents in session at 
Bretton Woods this week when he said 
in his talk “Insurance—Antidote for De- 
pression” that the institution of insur- 
ance is face to face today with its great- 
est opportunity. In Mr. Ives’ opinion 
there never was a better chance for in- 
surance to prove its mettle especially 
since during the economic depression it 
has maintained its stability and solvency 
better perhaps than any other private 
enterprise. He said further: 

“Insurance has continued to pay legiti- 
mate claims promptly and its failures 
have been negligible. It has demon- 
strated that the fundamental insurance 
principle of saving today for protection 
tomorrow has not crumbled when tested 
in the crucible of economic violence. It 
has established itself as a dominant so- 
cial and economic force by its so far suc- 
cessful defense of itself and of those who 
have put their trust in it against the, at 
times, almost overwhelming incoming 
tide of financial disaster. It has been 
the chief bulwark of democracy and 
capitalism and the best antiseptic against 
the twin plagues of socialism and com- 
munism. 


Optimism and Leadership Demanded 

“This record constitutes the great op- 
portunity of the institution of insurance. 
The stage is set for it to reap the bene- 
fit of these outstanding achievements, not 
for selfish reasons but for the primary 
purpose of promoting public welfare. It 
is in this field that the future of insur- 
ance lies. 

“People are searching for institutions 
in which they can place confidence. Peo- 
ple are seeking safety and security. Peo- 
ple are looking for a chance to adequate- 
ly protect their property and persons 
against the economic consequences of 
uncertainties. The institution of insur- 
ance today alone meets these demands. 
If it is permitted to continue its course 
unimpeded by the blight of government 
despotism and unencumbered with ex- 
cessive political regulation and control it 
always can meet these demands.” 

One of Mr. Ives’ most significant state- 
ments was: “If America had been three 
times as well insured during the period 
covered by the depression as it was there 
would have been a much less noticeable 
depression.” He was particularly im- 
pressed by the potential future of the 
casualty-surety business, of the almost 
fantastic and unbelievable possibilities of 
that business but in order to realize on 
these possibilities he urged: ; 

“We must have the spirit of the pio- 
neer; we must have energetic and dy- 
namic leadership. Most of all we must 
have the enthusiasm of a genuine and 
aggressive optimism.” 





ing and transactions of all stock fire and 
marine, casualty and surety companies, as 
well as mutuals and reciprocals operating 
in the United States and Canada, and also 
all Lloyds. : 

This year there have been eighty-one 
reductions or “demotions” in the com- 
pany ratings and only thirteen ratings 
have been increased, an indication of pres- 
ent day conditions. 

This book has often been called “the 
insurance man’s bible.” In addition to the 
information about fire and casualty car- 
riers, it presents under separate headings 
companies writing the various lines of 
business; a list of dependable adjusters 
and investigators; companies operating in 
Canada. It also shows all states in which 
companies do business; full information 
regarding associations, underwriting bod- 
ies, eic.; fire losses and companies by 
fleets. 





E. M. Allen Talk 


(Continued from Page 29) 


stock companies and the stock companies 
themselves must face the necessity of 
justifying their own existence and the 
product they sell in the minds of the 
public that may have changed its opin- 
ions considerably within the past few 
months. He called attention to the many 
changes that have occurred in the busi- 
ness world, saying that it may be neces- 
sary for agents to prove the value of 
their services to the successors of the 
business men to whom they have grown 
accustomed. 
Supports Service Branch Office 

The speaker spoke frankly in justify- 
ing casualty and surety branch offices. 
He said: 

“Recently some state associations have 
passed resolutions and some agency lead- 
ers have written articles or made speeches 
severely criticizing the companies operat- 
ing branch offices. I wonder if all the 
facts were available in these instances. 
As we see the picture, there was no dis- 
crimination made between the service 
branch office maintained as a matter of 
necessity by casualty and surety com- 
panies and the over-the-counter branch 
office which we understand is being ad- 
vocated by a few only of the fire com- 
panies. 

“Casualty and surety branch offices are 
operated as a necessity in the interest 
of the smaller local agents and _ their 
clients. The average local agent cannot 
possibly become an expert in all the vari- 
ous lines of insurance. They are not 
equipped to underwrite and service un- 
usual casualty or surety risks. To them 
the service branch office is a necessity, 
and a vital necessity. These offices do 
not compete with agents and according 
to a survey recently made by our own 
company, the local agents supervised by 
branch offices would bitterly resent any 
change on the part of our company to 
the supervision of a general agent.” 

To support this statement Mr. Allen 
said he had original letters from local 
agents all over the country which he 
would be glad to turn over to anyone 
who might wish to see them. There- 
fore he regarded the blanket indictment 
of branch. office companies as confusing, 
not based upon the facts, and one which 
should be corrected through the national 
agents’ organization. 

Scores Would-Be Agents 

Turning his attention to acquisition 
costs Mr. Allen said that although the 
companies do not want to decrease com- 
missions, the largest item in the acqui- 
sition of business, they see, however, the 
extreme necessity for regulating the pay- 
ment of commissions so as to avoid pay- 
ment of any unearned commission. [n 
this connection the speaker scored the 
many would-be agents and brokers, the 
many people whose sole interest in the 
insurance business is “easy money”—the 
taking of unearned commissions. He felt 
that agents and companies alike are re- 
sponsible for this condition; that in the 
past agents have offered to share com- 
missions with those in a position to in- 
fluence business and ultimately such peo- 
ple have decided to garner the entire 
amount. To help solve the problem Mr. 
Allen urged: 

“Agents and companies must act to- 
gether in the elimination of unnecessary 
agency or brokerage commission costs. 
The bona fide agent must receive a just 
and fair compensation for service actual- 
ly rendered, but we must weed out of our 
acquisition cost expenditures that part of 
the ‘loading’ which is now finding its way 
into the hands of those who do not ren- 
der the slightest service in return for 
the value received. 

“Sunerintendent Van Schaick of New 
York is right when he says: ‘Any com- 
mission on insurance large enough to 
split with those who have nothing to do 
with earning it is too large.’ That is 
fundamental and the agent who expects 
to remain in business must not depart 
from that principle.” 

Favors Agency Qualification Laws 

Referring to mutual competition Mr. 








Allen felt that stock company agents 
need have no fear of it if “our costs, 
agency and home office, are held down to 
the proper level.” He came to the sup- 
port of the rate makers when he de- 
clared that neither the agent nor the 
company can survive if the rates are too 
high and likewise if they are too low. 
“We have a muutual interest in seeing to 
it that our rate makers are fully support- 
ed in their effort to produce adequate 
rate schedules—rate schedules which will 
give the agent a fair compensation for 
service rendered—rate schedules which 
will give the companies adequate Toss 
paying power—adequate reserves and a 
fair return for their capital investment,” 
he declared. 

In closing Mr. Allen said that the re- 
vival of interest in agency qualification 
laws on the part of company executives 
and insurance departments would be 
highly beneficial to ‘the agents’ associa- 
tions. Emphasizing that there must be 
a mutual insistence upon higher stand- 
ards for agents and brokers, he said: 

“Reasonable qualification laws will 
eliminate the promiscuous appointment 
of agents and in limiting the number will 
raise the standard of those remaining to 
the point where an agency franchise will 
really amount to something. In our own 
case we urge our agents to become mem- 
bers of the State and National Associa- 
tions. In selecting new agents we try 
to pick those who have identified them- 
selves with these organizations. The 
time may come when you may qualify 
your own membership and not permit 
any agent to join either a state associa- 
tion or a local board unless he is in every 
way a qualified and experienced local 
agent.” 





Court Speaks Out 


“An insurance company has just es | 
much right to a fair trial as an indi- | 
vidual,” says Justice Julian H. Moore 
in the Colorado Supreme Court, and 
then he scored the contest of lawyers 
playing on the passion and prejudices 
of juries. He overruled a $1,500 judg- 
ment awarded L. A. Morlan for the 
theft of a diamond ring, Morlan hav- 
ing been granted that amount on a 
theft insurance policy against the Na- 
tional Surety Co. 











MAY RAISE ENGLISH RATES 


Increase on Auto Liability Would Be- 
come Necessary if Coverage Is Ex- 
tended Says James Hamilton, 
Yorkshire 
Possible increase of premium rates on 
automobile liability was forecast by Sir 
James Hamilton, chairman of the York- 
shire, at the company’s annual meeting. 
Among various subjects discussed in 
his address was the suggestion that 
motorists should be held liable for all 
damage to third parties, irrespective of 
whether they were guilty of negligence 
or not. Sir James remarked that at pres- 
ent when accidents occurred the insur- 
ance offices merely took over the lia- 
bilities of their insured, and the figures 
of the companies so far published indi- 
cate that the rate of premium is no 
more than sufficient to cover this lia- 
bility. If therefore, he asserts, motor- 
ists are to be made responsible for all 
damage, even though not contributed to 
by their negligence, the rates of pre- 
mium would need to be “materially in- 

creased.” 

Whether or not a departure from the 
law as to negligence is justified is, Sit 
James thinks, a question for the legisla- 
ture. Meanwhile, he suggests that the 
wiser members of the community will 
seek the protection of a personal acci- 
dent policy which, in view of the 1n- 
creased risks run every day, is a form of 
insurance that all should possess. 





TRAVELERS PARTY 
The casualty accounting division of the 
Travelers held a party last week at the 
company’s recreational grounds in Hart 
ford which was attended by 300 people. 
A turkey dinner was served, and a min- 
strel show presented. 
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e ave you going this summer 


The reassurance that Continent -\Wide 
Claim Service of The Travelers is available 


to your clients anywhere in the United States 


or Canada, will make their summer trips 


doubly enjoyable. 
Nothing is so important to your policy- 
holders, if an emergency arises, as the imme- 


diate and dependable help offered regularly 


rMmeE 


Life . Accident 
Liability . Automobile 


Health . Steam Boiler . Compensation 





by The Travelers. Resident investigators, claim 
adjusters and thousands of agents are so situ- 
ated that they can promptly and willingly 
assist your Automobile policyholders. 

It’s nice to be able to say to a prospect 
or client ‘no matter where you tour this sum- 
mer in the United States or Canada you'll 


find Travelers service nearby.” 


TRAVELER $ 


The Travelers Insurance Company 

The Travelers Indemnity Company 

The Travelers Fire Insurance Company 
Hartford, Connecticut 


Fire. Windstorm 


Group . Plate Glass . Aircraft 


Burglary . Machinery. Inland Marine 
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The Dangerous Habit of 


Smoking in Bed 





ATCHES- AND-SMOKING have long 
M headed the list of preventable causes 
of fire, although neither matches nor 
smoking are necessarily hazardous in themselves. 


| 


and December last year, six men and one 
woman lost their lives from smoking in bed, 
while those not fatally but painfully burned 
were undoubtedly many times that number. 





The careless tossing aside of lighted matches a oe 
while they are still burning is what has given 
matches their bad name; and the practice of 
smoking under dangerous conditions is re- 
sponsible for the prevalence of «No Smok- 
ing” signs. 


Consult your North America Agent on any 
matter pertaining to fire and its hazards to 
persons and property. He is listed in 
Classified Telephone Directories under “The White Fireman in the Home” 
. is a little book that the Insurance 
Smoking in bed, aside from smoking in hay- = “ae oy Prt Seah is rahe nonggeears ema 
€) . glad to send you, gratis. By observ- 





ing the precautions it gives, you may 

The Oldest American Fire and Marine prevent loss of life and destruction 

Insurance Company . . . Founded 1792 of your property. Address: North 

Assets, $74,999,662. Losses paid since organization, $382,119,855. America, 1600 Arch St., Philadelphia. 


lofts and powder-mills, is probably indulging 
in this comforting habit under the most haz- 
ardous circumstances possible. 


Being in bed the smoker naturally relaxes and 
soon becomes drowsy. Eventually falling off 


to sleep, he drops the burning cigarette on the Insur ance Company of 
inflammable bed covers. In the fire that so , 
North America 


frequently ensues, the flames immediately sur- 
round the smoker and fatal burns about the 
body may easily result yone outsid 
y may easily resu before enyone outside PHILADELPHIA 
the room is even aware of the fire’s existence. 


In the three months of October, November and its affiliated companies write practically every form of insurance except life 





‘ 








. U nconscious incendiary” is a term well applied to the person 
who has developed the hazardous custom of smoking in bed. 
Yet this is only one of the careless practices which bring us a 
national fire loss of a half-billion dollars annually—by far the 
largest of any country in the world. 


See the North America advertisement in 
The Saturday Evening Post, July 16th; The 
Literary Digest, July 9th. 
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